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“EXECUTIVE” AVAILABLE 


Ideal solution to your clients’ business or key-man insur- 
ance problems... the MONY “EXECUTIVE” MODIFIED 
LIFE POLICY. 

Sold in amounts of $10,000 or more. Provides cash 
values to meet business emergencies or build retirement 
funds. Issued Standard and Sub-Standard. Can be con- 
verted at stated intervals to certain endowment or 
limited payment life policies by increasing premiums— 
with no lump-sum payment of back premiums. 

Inquiries from brokers invited. For details, call the 
MONY office nearest you or write to our home office. 
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Sample gross premiums and dividend illustrations for $10,000: 
AT AGE 35 AT AGE 45 





Yeors There- Years There- 
1-3 after 1-3 after 


ANNUAL PREMIUM... $228.70 $254.10 | $326.00 $362.20 
BMustrative Total Dividends 
for 20-year period . Peer .... 1246.10 1754.40 


Mivstrative Annual Net Average on 
20 years (if continved)........... 269.05 


Guaranteed Cash Value, 20 yeors...... . 4540.00 
iMustrative Net Cost, 20 years 


sort Annual Cost — Murua 0- Ni EW Yor« 


per $10,000 (if surrendered at end 
35.05 THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


BROADWAY AT SSTH STREET, NEW YORK 19, N.Y. 
ident and Sick Hospitalization— 








Dividends ore based on the current illustrative formula. They are in no sense guarantees or Life Insurance—A 

even estimates of future dividends, which must depend on the company’s future experience ‘ FOR INDIVIDUALS AND EMPLOYEE GROUPS 

ond the annual action of the company’s frustees. The policy is the entire contract. Retirement Plans...FO ee 

*includes illustrative termination dividend, based on the assumption that policy hos been in MONY offices are located throughout the United States and in Conado. 
force for 20 yeors and 20 full yeors’ premiums have been earned. MONY TODAY MEANS MONEY TOMORROW! 


FRIDAY, MAY Il, 1956 














Why does the man who sells Living Insurance speak up? 


It’s late at the PTA meeting. Someone is 
needed to organize next year’s program. 
Again and again where good neighbors 
share the load in community projects — Red 
Cross, PTA, Community Chest and many 
others—the Man from Equitable is a willing 
volunteer. After work, he shows the same 
spirit of service that marks his business day. 
As a life underwriter, he spends his work- 
ing hours thinking of others — their hopes, 


their fears, their dreams. The Man from 
Equitable shows them how to turn these 
dreams into happy reality — with Living In- 
surance. This is modern insurance that 
stresses benefits for the living. Benefits for the 
policyholder himself while he lives. If he dies, 
benefits for the family that lives on after him. 

This concept of Living Insurance is 
dynamic—a real aid that simplifies the work 
of the Life Underwriter. It is a positive ap- 


proach to selling that can lead to increasing 
sales volume. 

And in making his daily calls the Man 
from Equitable can count on a return that 
is more than money. It comes from the 
knowledge that more and more families live 
without fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service—a reward 


‘that makes hard work worthwhile. 


++ -« FHE EQU ITABLE wr ASSURANCE SOCIETY OF THE U. S. 


' Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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The hour-by-hour program of com- 
mittee meetings and plenary sessions, 
and the topics that are to be taken up, 
are listed for the annual meeting of 
National Assn. of Insurance Commis- 
sioners, scheduled for May 28-June 1 
at the Jefferson hotel, St. Louis. 

Matters exclusively of interest to 
fire and casualty insurance persons are 
not included. 

May 28, 1956 

9 am.—Subcommittee to study problems 
incident to the cancellation of A&S policies, 
chairman, Gillooly, West Virginia. (1) Report 
of meetings March 20-21; April 26-27, 1956. 
(2) Any other matter submitted for consider- 


ation. 
Subcommittee to study reserves for guar- 


anteed renewable A&S policies, chairman, 
Holz, New York. 
10 am.—Subcommittee on examinations, 


methods, practices and laws, chairman, Hook- 
er, Connecticut, for Spellacy. (1) Proposed 
model examination law. (2) Any other matter 
submitted for consideration. 

11 a.m.—Subcommittee on examinations 
manual revision, chairman, Hooker, Connecti- 
cut, for Spellacy. 

Subcommittee on special policies, chairman, 
Humphreys, Massachusetts. (1) Report of 
meetings Feb. 16 and April 24, 1956. (2) Any 
other matter submitted for consideration. 

Subcommittee on state laws governing mis- 
leading and deceptive advertising, chairman, 
Pansing, Nebraska. (1) Report of NAIC 
zone representatives. (2) Any other matter 
submitted for consideration. 

1 p.m.—Subcommittee on Blue Cross-Blue 
Shield, chairman, Pansing, Nebraska. (1). Ter- 
minal maternity benefits. (2) Compendia of 
state laws relating to Blue Cross and Blue 
Shield. (3) Any other matters submitted for 
consideration. 

Subcommittee to study future sites for NAIC 
meetings, chairman, Holz, New York. 

Subcommittee on variable annuities, chair- 
man, Pryatel, Ohio. (1) Issuance of variable 
annuities by fraternals. (2) Any other matter 
submitted for consideration. 

2 p.m.—Subcommittee on commercial pen- 
sion funds and trusteed welfare funds, chair- 
man, Navarre, Michigan. 

Subcommittee on tie-in-sales of insurance 
with mutual fund shares, chairman, Spellacy, 
Connecticut. 

3 p.m.—Subcommittee on credit life and 
A&S insurance regulation, chairman, Larson, 
Florida. 

Subcommittee to study the subject of group 
life, chairman, Howell, New Jersey. (1) Model 
bill (NAIC) as of Nov. 1, 1955. (2) Letters 
of retention. (3) Definition of group creditor 
life insurance. (4) Inclusion of dependents in 
group life policies. (5) Any other matter sub- 
mitted for consideration. 

Subcommittee on interpretation of the NAIC 
Ttules governing advertisement of A&S insur- 
ance, chairman, Pansing, Nebraska. (1) Adop- 
tion of proposed interpretive guide. (2) Rec- 
ommendation as to future activity. of subcom- 
mittee. (3) Any other matter submitted for 
consideration. 

May 29, 1956 

10:30 a.m.—Plenary session, President Leg- 
gett, Missouri, presiding, at 11:30 Nebraska 
navy commissions will be presented with Pan- 
sing, Nebraska, presiding. 

1:30 P.m.—Valuation of securities committee, 
chairman, Pansing, Nebraska. (1) Valuation 
of securities subcommittee report. (2) Any 
other matter submitted for consideration. 

May 30, 1956 

9 a.m.—Blanks committee, chairman, Howell, 
New Jersey. (1) Report of meeting April 9-11, 
1956. (2) Any other matter submitted for con- 
sideration. 

10:30 a.m.—Life insurance committee, chair- 
a] man, Gillooly, West Virginia. (1) To study 
the subject of group life subcommittee report. 
(2) Tie-in-sales of insurance with mutual 
fund shares subcommittee report. (3) Credit 
life and credit A&S insurance regulations 
subcommittee report. (4) Commercial pension 
funds and trusteed welfare funds subcommit- 
tee report. (5) Variable annuities subcommit- 


XUM 


tee report. (6) Special policies subcommittee 
report. (7) Any other matter submitted for 
consideration. 


3 p.m.—Accident and health committee, 
chairman, Knowlton, New Hampshire. (1) 
Blue Cross-Blue Shield subcommittee report. 
(2) To study reserves for guaranteed renew- 
able A&S policies subcommittee report. (3) On 
company reports on individual A&S claim set- 
tlements subcommittee report. (4) To study 
problems incident to the cancellation of A&S 
policies subcommittee report. (5) On state laws 
governing misleading and deceptive advertis- 
ing subcommittee report. (6) On interpretation 
of the NAIC rules governing advertisement of 
A&S insurance subcommittee report. (7) 
House confinement provisions of A&S policies 
(New Jersey). (8) Any other matter submitted 
for consideration. 

Examinations committee, chairman, Bowles, 
Virginia. (1) Examinations practice and pro- 
cedure manual revision subcommittee report. 
(2) Exminations methods, practices and laws 
subcommittee report. (3) Any other matter 
submitted for consideration. 

May 31, 1956 

9 a.m.—Executive committee meeting, chair- 
man, Navarre, Michigan. 

10:30 a.m.—Zone 1 meeting, 
Humphreys, Massachusetts. 

Zone 2 meeting, chairman, Bowles, Virginia. 

Zone 3 meeting, chairman, Davis, Missis- 
sippi. 

11:15 a.m.—Zone 4 meeting, chairman, Jen- 
sen, North Dakota. 

Zone 5 meeting, chairman, Saunders, Texas. 

Zone 6 meeting, chairman, Sullivan, Wash- 


chairman, 


ington. 

2:30 p.m.—Plenary session, chairman, Presi- 
dent Leggett, Missouri. (1) Committee re- 
ports—discussion. 

June 1, 1956 


9:30 a.m.—Plenary executive session, chair- 
man, President Leggett, Missouri. (1) Commit- 
tee reports—final action. (2) NAIC elections. 


American Progressive 
Sold to Reserve Life 


NEW YORK—Control of American 
Progressive Health of New York has 
been sold to Reserve Life of Dallas. 
The transaction involved 57,000 of the 
total 83,000 shares outstanding, the 
price being $6 a share. The same price 
is being offered for the remaining 
shares that holders may want to dis- 
pose of. 

American Progressive has _ been 
prominent in the sale of insurance to 
union welfare funds. 


Ind. Leaders’ Club Elects 


New officers of the Indiana Leaders’ 
Club, elected at the Turkey Run State 
park meeting, are Bernard V. Somes, 
Connecticut Mutual Life, Evansville, 
president; Robert A. Walz, New Eng- 
land Mutual Life, Indianapolis, vice- 
president, and Max Potts, Penn Mutual 
Life, Huntington, secretary. 
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iGive Timetable tor NAIC Franklin Pierce Heads Boosting Insurers’ 
|Convention in St. Louis 


New England Area 
Life Managers Assn. 


By ROBERT B. MITCHELL 

The 2-day area management confer- 
ence of the Life Insurance General 
Agents & Mana- 
gers Assn. of the 
New England 
States drew a 
large attendance 
and heard some 
excellent talks on 
the challenge and 
opportunities fac- 
ing agency heads. 

Vice - president 
Edmund L. Zalin- 
ski of John Han- 
cock, who made 
the opening and 
closing talks, emphasized the need for 
“thinking big” in making plans for the 
decade ahead. He mentioned particu- 
larly the need to boost sales frequency, 
which has declined in many agencies 
in spite of increased production. The 
agent’s job should be organized so he 
can spend more time in front of pros- 
pects asking them to buy, he said. 

Bishop C. Hunt, vice-president and 
economist of John Hancock, showed 





Franklin Pierce 





OFFICERS ELECTED 


President—Franklin F. Pierce, Mu- 
tual Benefit Life, Springfield, Mass. 
Vice-president—Laurens F. Bruno, 
Equitable Society, Boston. 
Secretary—Walter Holm, Connecti- 
cut Mutual Life, Providence. 
Treasurer—Howard J. Stagg Im, 
Connecticut General Life, Boston. 
Directors—Fred T. Jordan, Union 
Mutual Life, Portland, Me., and Stan- 
ley Slack, John Hancock, Concord, N.H. 





some charts indicating that even on 
the most conservative basis there will 
be a tremendous increase in the poten- 
tial life insurance market in the next 
10 years. Fear, he said, is the greatest 
hazard to achievement and added: “if 
you believe life insurance has a big 
future, it is true.” 

Horace R. Smith, superintendent of 
agencies of Connecticut Mutual, de- 
scribed his system of detailed record- 
keeping for agents that puts the finger 
on why the agent is accomplishing less 
than the most he is capable of. The 

(CONTINUED ON PAGE 19) 








Late News Bulletins... 








2 a s 
Schriver Comments on ‘U.S. News’ Article 

WASHINGTON—The highly controversial U.S. News & World Report arti- 
cle on insurance is deftly dissected by Lester O. Schriver, managing director of 
National Assn. of Life Underwriters, in “An Open Letter to an ‘Expert’— 
Michael H. Levy,” the New York insurance broker who wrote the piece. 

Mr. Schriver says that when he got through studying the article “I couldn’t 
help but think of a baby who has suddenly discovered his toes or an adolescent 
whose inquisitive mind has begun to make him suspect that perhaps the super- 
stition about the birds and bees is not the whole story.” Mr. Schriver’s thorough 
and highly readable deflation of the writer’s objectionable assertions about life 
insurance and agents will be reported in more detail in next week’s issue. 


60th Year, No. 19 
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Tax Hits the Small 
Saver, Says Adams 


Executive V-P of ALC 
Criticizes Proposals as 
Against Public Policy 


Plans ascribed to Treasury officials 
for heavily increasing life company in- 
come taxes drew 
outspoken criti- 
cism from Claris 
Adams, executive 
vice-president of 
American Life 
Convention, speak- 
ing at a meeting of 
the Washington, 
D. C., CLU chap- 
ter. 

Mentioning a re- 





cent New York 
Times article on a 3 

Claris Adams 
plan to increase 


life company taxes, Mr. Adams noted 
that the proposal attributed to Treas- 
ury officials would double the taxes 
now levied by the federal government 
on life companies. 

“The questions arises, as a matter of 
public policy, how much the govern- 
ment rightfully should take from the 
modest savers of the nation simply for 
the privilege of using their own money 
to purchase insurance protection for 
their dependents,” said Mr. Adams. 
“More than 100 million people in the 
United States own life insurance. At 
least 20 million of these and probably 
as many as 30 million do not earn 
enough money each year to be subject 
to income taxes. Their average accu- 
mulated savings on deposit with the 
companies is less than $1,000. The face 
value of the policies held by them av- 
erages only a little more than one year 
of family income. Yet to the vast ma- 
jority, their life insurance represents 
the major part of the estate which 
they will leave to their families. Ob- 
viously, most policyholders are people 
of average or less than average means.” 


Mr. Adams pointed out that the 
states already levy taxes which aver- 
age about 2% of premiums paid. The 
federal income tax, recently apprecia- 
bly increased, imposes taxes substan- 
tially equal in amount. The state and 
federal government already take from 
policyholders nearly $4 out of every 
$100 which they save through life in- 
surance to keep their families out of 
want. 

“This, we believe, is an extremely 
heavy charge on the mere process of 
savings one’s own money for the pro- 
tection of one’s own dependents,” Mr. 
Adams emphasized. 

“It is almost twice as much as the 
average life insurance policyholder in 
Canada pays through taxes on the 
companies. It is considerably more in 
the aggregate than taxes levied in 
Great Britain. Furthermore, in Eng- 
land the government grants a gener- 
ous personal income tax deduction to 

(CONTINUED ON PAGE 19) 
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Committees Ready 
for Busy Schedule 
on MDRT Cruise 


The cruise convention of the Million 
Dollar Round Table May 16-21 on the 
Kungsholm to Bermuda, will be a par- 
ticularly active time for two commit- 
tees whose rosters have just been com- 
pleted by Arthur F. Priebe, Penn 
Mutual, Rockford, IIll., the MDRT 
chairman. These are the reception and 
registration committee, headed by Wil- 
liam D. Davidson, Equitable Society, 
Chicago, and the entertainment and 





W. D. Davidson 


Adon N. Smith Il 


general arrangements committee, 
headed by Adon N. Smith II, North- 
western Mutual, Charlotte, N.C. Both 
chairmen are members of the MDRT 
executive committee. 

On the former committee, the vice- 
chairmen are William L. McKechney, 
Northwestern Mutual, Chicago, who 
will have responsibility for assembling 
and distributing the “program notes” 
material that goes into the portfolios 
each member will receive on register- 
ing; W. Franklin Scarborough, New 
England Life, Ridley Park, Pa., who 
will have charge of registration; and 
A. Van Pritchartt, Connecticut Mutual, 
Memphis, who will be responsible for 
the receptions. Other members are 
Thomas A. Ferns, Equitable Society, 
Akron; Nate Kaufman, Indianapolis 
Life, Shelbyville, Ind.; Jack N. Meeks, 
Northwestern Mutual, Columbus, O.; 
Robert Rogerson, Penn Mutual, Lan- 
sing; William G. Seeburger, Penn Mu- 
tual, Philadelphia; Samuel C. Stein- 
man, Northwestern Mutual, Chicago; 
Clarence J. Strouss Jr., Northwestern 
Mutual, Youngstown, O.; and Frank 
E. Sullivan, American United, South 
Bend. 

Serving with Mr. Smith on the en- 
tertainment and general arrangements 
committee are Bernard C. Lewis, Pru- 
dential, Newark, vice-chairman in 
charge of ship arrangements; Alfred J. 
Lewallen, Mutual Benefit Life, Miami, 
vice-chairman in charge of Bermuda 
activities; Lester A. Rosen, Union Cen- 
tral, Memphis, vice-chairman in charge 
of receptions and meetings aboard ship; 
Mrs. Ethel E. Gwinn, independent, Riv- 
er Forest, Ill.; E. Price Ripley, Nation- 
al Life of Vermont, Roanoke; C. Rigdon 
Robb, Northwestern Mutual, Chicago; 
Clay E. Roberts, Atlas Life, Tulsa; and 
Henry F. Silver, and Richard Jay Wil- 
cox, both with New England Life in 
New York City. 


Pogue Retires as V-P 
of B.M.A., to Denver Branch 


Homer C. Pogue Sr. has retired as 
vice-president of Business Men’s As- 
surance and is moving to Denver where 
he will be with the B. M. A. branch, 
managed by his son, Homer C. Jr. At 
Denver Mr. Pogue will engage in 
group sales and consultation work. He 
joined B.M.A. in 1938 as manager of 
the company’s newly established group 
department and was elected vice- 
president in 1950. 


Variable Annuity 
Bills Again Storm 
Center in N. J. 


With efforts to get the three varia- 
ble annuity bills out of committee in 
the New Jersey legislature, the National 
Assn. of Investment Companies, the 
mutual funds’ organization, has written 
to New Jersey legislators denouncing 
the bills. Prudential, the main backer 
of the bills, immediately wrote the 
legislators a refutation of the charges 
made by the companies, which had 
called the bills “A threat to the savings 
of thrifty people.” 

Prudential denies that the bills 
would permit issuance of “variable life 
insurance,” and says that while varia- 
ble settlement options would be per- 
mitted they “are a proper and desirable 
use of the variable annuity idea.” 

Prudential also denies the invest- 
ment company implication that an in- 
surer could sell a pure investment con- 
tract without any insurance element. 
Insurers would be limited to existing 
powers of life companies to sell annu- 
ities, which involve life contingencies. 
The company also denies the charge 
that the insurance commissioner’s ap- 
proval of contracts would not be re- 
quired. 

As for the investment companies 
criticism of lack of a requirement for 
continuing balance between fixed and 
variable contracts, Prudential observes 
that it is curious that the investment 
companies should talk about balance 
at all, “since they are subject to no 
such requirement themselves, even at 
the time of the original sale.” 


FTC Rules on A&S TV, 
Radio Advertising 


Examiner Laughlin of federal trade 
commission has filed an opinion that 
advertising on radio and TV which is 
sent into more than one state should 
be given special consideration with re- 
gard to jurisdiction under the McCar- 
ran act. Mr. Laughlin gave the opinion 
in denying a motion by Craftsman to 
dismiss the FTC complaint charging it 
with using false and misleading adver- 
tising for its A&S advertising. Crafts- 
man had admitted using commercial 
TV broadcasts which were sent into a 
number of New England states. 

The FTC examiner held that TV is 
interstate commerce and that Congress 
fully occupies the field of TV regula- 
tion and the states have ‘no power to 
regulate it. 








Burr Executive Director 


of Mutual Funds’ Group 


NEW YORK— 
E. B. Burr, former 
director of the 
education division 
of Institute of Life 
Insurance, has 
been elected ex- 
ecutive director of 
National Assn. of 
Investment Com- 
panies, the mutual 
funds’ organiza- 
tion. Mr. Burr left 
the institute two 
years ago to han- 
dle the investment 
organization’s public information ac- 
— which he will continue to di- 
rect. 





E. B. Burr 





Mutual Benefit Life held a 3-day 
workshop in Los Angeles for 13 agents 
on estate and business insurance prob- 
lems and employe benefit plans. 


Actuaries List 
Topics for Western 
Meeting at Chicago 


Society of Actuaries will hold its 
western spring meeting June 7-8 at 
the Edgewater Beach hotel, Chicago. 
William M. Anderson, North American 
Life of Toronto, president of the soci- 
ety, will preside at the business ses- 
sion. The remainder of the meeting 
will be under the guidance of two 
vice-presidents of the society, Victor 
E. Henningsen, Northwestern Mutual 
Life, and Henry F. Rood, Lincoln Na- 
tional Life. 

The meeting will include informal 
discussions of underwriting, guaran- 
teed issue, group insurance, invest- 
ments, individual A&S, and general 
topics. There also will be a smaller 
company forum for discussion of 
growth problems for smaller compa- 
nies, marketing, electronic machines, 
and premium differentials. 

The discussion of underwriting will 
treat: 


A. What considerations are involved in 
establishing the larger amounts of issue for 
individual life insurance currently being 
offered by many companies at all ages of 
issue? To what extent are limits for premium 
waiver benefits and accidental death benefits 
being similarly changed? 

B. How satisfactory have the larger non- 
medical limits been that have been introduced, 
particularly above age 35? 

C. What problems arise in the underwriting 
of major impairments accompanied by im- 
pairments which by themselves would not be 
rated? 

D. In the underwriting of substandard lives, 
is it practical to recognize the lower mortality 
experience at the younger ages by a broader 
classificaion at the same premium rate than 
for higher ages at issue? 

E. What developments prompted the changes 
recently announced by many companies in 
the underwriting of aviation risks? 7 

The discussion of guaranteed issue 


will include: 


A. To what extent has this development 
been adopted (1) by those companies writing 
group business, (2) by others? 

B. What restrictions or other rules have 
been deemed necessary in the development 
of guaranteed issue, for example, preunder- 
writing requirements related to eligibility, 
choice of this vehicle in lieu of group insur- 
ance, plans available, maximum and minimum 
number of lives, etc.? 

C. Have _ special rate bases, dividend 
classificiations or commission schedules been 
adopted? 

D. What is the expected experience of 
this business when compared with (1) group 
permanent (2) regular individual policy issues? 

E. Has there ben any tendency to terminate 
policies on standard risks leaving in force 
those on impaired lives? F 

Group insurance talks will explore: 

A. What modifications of standard under- 
writing controls and administraion practices 
are necessary in insuring groups of less than 
25 lives in order to operate at a satisfactory 
cost? 

B. What has been the claim experience in 
those groups? To what extent can experience 
rating apply? What practical lower limits in 
number of employes for group insurance are 
now deemed appropriate? 

C. What has been the experience of com- 
panies writing hospital plans guaranteeing 
semi-private accommodations and providing 
unlimited extra charges? What special pro- 
visions are felt necessary in underwriting 
these plans? 

D. What success have companies had with 
the introduction of new forms of group A&S 
benefits, e.g., major medical and deductible? 

E. What has been the experience of com- 
panies permitting the conversion of group 
A&S benefits? , 

Investment topics to be covered are: 

A. What noteworthy changes have taken 
place in life company investment policy and 
practice during the last 10 years? How have 
such changes affected the risk of capital loss, 
the liquidity condition and the flow of cash 
of the companies? 

B. What, if any, are the principal differ- 
ences in investment policies between large 
and small companies? Has the growth of direct 
placement financing placed smaller companies 
at a relative disadvantage investmentwise? 

C. What problems peculiar to direct place- 
ment financing have arisen in connection with 
such placements now on the books? What 
has been the manner of handling defaults in 
loan covenants, including those not involving 
nonpayment of interest or principal? Have 
directly placed loans produced any serious 
valuation problems? 

D. What is the present attitude of companies 
toward equity investments, including common 
stocks, real estate ownership and options for 


(CONTINUED ON PAGE 19) 


National Life, Vt., 
to Keep Home Oftic 


in Montpelier 


MONTPELIER—National Life 
Vermont has decided to keep its hom 
office in the Montpelier area, whe, 
the company was founded 106 yea, 
ago. 

The directors’ decision resulted afte 
extensive study, caused by a critic, 
need for more home office space. 

The directors said their decisig, 
“would require some degree of decep. 
tralization to insure that the compa. 
ay’s long-range needs can be met’ 
The board has authorized studies 4 
the decentralization of some function 
both within and without the state. 

The board also authorized furthe 
study to determine whether a ney 
wing should be added to the presen 
5-story building or a new building con. 
structed within the Montpelier area. 

There was no thought of moving ou 
of the state but transfer of the hom 
office to Burlington, Vermont’s larges 
city, was investigated by the compa. 
ny’s management consultants, Ebasc 
Services, Inc., of New York. 

President Deane C. Davis said that 
“Boiled down to simplest terms, the 
essence of the Ebasco conclusions was 
that if the company should not go into 
the group business there was a rea- 
sonable prospect that we could ade- 
quately supply our future personnel 
needs in the Montpelier area, well be- 
yond the useful life of any new build- 
ing, but that if we did go into the 
group business it would be impossible 
to supply the company’s personnel 
needs in this area for anywhere near 
the useful life of a new building. 

“Based on the record of other com- 
panies in the industry, Ebasco as- 
sumed that the company would go into 
group and on the basis of that assump- 
tion its recommendation was that the 
company move to Burlington. 

“The report pointed out, however, 
that if the board could at this time say 
definitely that we would not go into 
the group business for the next 40 
years, then we could safely stay in 
Montpelier. After full consideration of 
the question of group, the board 
reached a firm conclusion that at this 
time it would be impossible to say 
with conviction that the company 
would not go into the group field with- 
in a period of 40 years, in fact, the 
board concluded that it would not be 
possible to say that the company might 
not go into group even within a period 
measured by the next decade or less. 

“In spite of the fact that the Ebasco 
study was to be confined to areas with- 
in the state, Ebasco also recommended 
the board of directors reconsider in the 
light of the facts disclosed by the re- 
port, its prior decision to stay in Ver- 
mont.” 


N. H. Assn. to Hold 


Sales Meeting May 17 


New Hampshire Assn. of Life Un- 
derwriters will hold its annual sales 
conference May 17 at Wentworth-by- 
the-Sea, New Castle. 

A business session, election of of- 
ficers and talks and panels on pro- 
gramming and business insurance will 
be held in the morning. Speakers will 
include Richard A. Momaney, field 
training instructor of Metropolitan 
Life; and M. E. Sayles and Lambert M 
Huppeler, director of agencies and 
vice-president, respectively, of New 
England Mutual Life. 

Ralph A. Tanguay, manager of 
Prudential at Manchester and associa- 
tion president, will preside. ° 
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Dr. Harry W. 
Dingman, left, 
vice-president of 
Continental As- 
surance, was sig- 
nally honored by 
the company’s 
General Agents & 
Managers’ Assn., 
which elected him 
an honorary mem- 
ber, the first com- 
pany man to be so 
distinguished. An 
embossed testimo- 
nial was presented 
to Dr. Dingman by 
Joshua B. Glasser, 
of Chicago, right, 
association presi- 
dent, at a meeting 
of its officers and 
directors in Chi- 
cago. Noting that 
Dr. Dingman has 
been active 


LIAMA Test Reveals 
Training Value of 
LUTC Lesson-Plans 


LIAMA’s research division has test- 
ed a lesson-plan used by LUTC in- 
structors to determine the effective- 
ness of this teaching method and con- 
cluded that this technique helped 
agents to do significantly better on 
their final examinations than those 
who did not use it. LIAMA recom- 
mended this type of lesson-plan for 
company training programs. 

Eleven LUTC instructors in the New 
York City area volunteered early in 
1954 to conduct their classes with the 
experimental lesson-plan technique. 
The lesson-plans were described as 
detailed tracks with attempts to high- 
light, through the use of key questions, 
the sales value of the various points 
under discussion. Maximum class par- 





through the 32 ticipation was encouraged. 

years of the asso- Final examination grades and the 
ciation’s existence, the resolution further observed: “He has been kindly but number of drop-outs in the classes 
tough—demanding but fair—confusing, sometimes, but educational, always.” were used as criteria in evaluating the 
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new technique. Two control soul 
were obtained from other LUTC class. 
es not using this technique. 

The superiority of the lesson-plap 
group in final examination grades ove 
each of the two control groups coul 
have happened by chance less than ong 
time in a thousand, LIAMA’s repor 
said. 

Of the agents in the lesson-play 
group, 54% attained between 90 ang 
100 in the final examination scores 
while in the two control groups 32% 
and 40% had the high scores. Grades 
of 80 to 90 were received by 36% of the 
experimental group, while 45% ang 
41% of the control groups made thege 
scores. Only 10% of the lesson-plap 
group scored between 60 and 79, while 
23% and 19% of the control group 
agents made these lower scores. 





Agent's Job Freedom 
Showing Up Better 
Than Ever: S. G. Hale 


The increasing complexities and un- 
certainties of society are making job- 
holders so much 
more dependent 
upon others for 
their pay and se- 
curity that the a- 
gent’s advantage 
in being able to 
determine his own 
future shows up 
to increasingly 
great advantage, 
said Stanton G. 
Hale, vice-presi- 
dent for sales of 
Mutual of New Stanton G. Hale 
York, at a conference of 300 leading 
Mutual agents and home office execu- 
tives in Washington, D. C. 

A way of overcoming the con- 
plexities of modern life is to increase 
the individual’s ability to predict his 
future, Mr. Hale indicated. There are 
few jobs today where the individual 
has as much power as the life agent 
to make decisions affecting his future. 
He can set his own goals, his own 
pace, actually decide his own income 
and retirement plans .. . .or, indeed, 
whether to retire at all. 

e The agent can decide to work 
full time, part time or no time at all 
when he reaches 65, thus avoiding 
worry at any age over the financial 
aspect of his job. 

e The agent can decide how to use 
his time to develop outside interests 
for hobbies helpful to him if he retires. 

e The agent’s job will enable him, 
as he grows older, to replace strength 
with technical proficiency acquired ov- 
er the years. He will be able to influ- 
ence his health favorably because he 
will control the factors that affect his 
peace of mind and, therefore, his 
health. 

e When the agent reaches the di- 
recting and advising period in later 
years, he will acquire status and pres- 
tige based on merit. He will be re- 
warded for continuing to serve in the 
job he knows best. 








B.M.A. Names McMillon 


Manager at Abilene, Tex. 


Business Men’s Assurance has ap- 
pointed R. L. McMillon manager of its 
new Abilene, Tex., office. With B.M.A. 
since 1946, Mr. McMillon is president 
of Abilene Life Underwriters Assn., 
chairman of the disability insurance 
committee of National Assn. of Life 
Underwriters, and chairman of the 
liaison committee for NALU and In- 
ternational Assn. of A.&H. Underwrit- 
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‘U.S. News’ Article on Life Insurance 
‘Disservice to the Business’: Kalmbach 


The article, “What You Should 
Know About Your Insurance,” which 
appeared in a 
recent issue of 
U. S. News & 
World Report, was 
severely criticized 
by Leland J. 
Kalmbach, _presi- 
dent of Massachu- 
setts Mutual, in a 
letter to David 
Lawrence, editor 
of the magazine. 
Calling the article 
by Michael H. 
Levy “biased, in- 
complete, and very prejudicial to the 
welfare of the life insurance business,” 
Mr. Kalmbach wrote that he felt the 
magazine had rendered a disservice to 
the industry. 

“T feel that the life insurance busi- 
ness has been very successful in build- 
ing a professional type sales force, 
which has been one of its chief ob- 
jectives,” Mr. Kalmbach wrote. 
“These men stand high in their com- 
munities and in order to be really 
successful, they have to keep in mind 
the welfare of their policyholders. If 
their primary interest is in their com- 
mission income, this soon becomes 
obvious to their policyholders and 
prospects, with the result that they 
cannot be successful over a_ long 
period of years. Therefore, it is es- 
pecially distressing to have an article 
distributed to the business men of this 
country which implies that life in- 
surance salesmen are only interested 
in commission income. 


L. J. Kalmbach 


“The article also implies a readi- 
ness on the part of life insurance 
salesmen to misrepresent the facts in 
order to secure sales. For example, 
on page 62, ‘The Sales Talk’ is set 
forth, and then under the heading of 
‘The Facts’ it is stated, ‘Don’t you be- 
lieve it.’ In other words, the article 
attempts to tear down the integrity 
and prestige that our salesmen have 
built in their communities over a long 
period of years. 

“Again, on page 122, it is stated 
that ‘Ordinary life insurance is of 
value chiefly to the insurance com- 
panies and their high-commission 
agents.’ This is a most ridiculous 
statement, the unsoundness of which 
could have been discovered quickly 
by anyone on your staff who might 
have been interested in determining 
the validity of the arguments set 
forth in this article. 


“On this same page, in referring 
to the question of policy loans, it is 
stated, ‘Worst of all, the insurance 
company will loan you your own 
money and let you pay a whopping 
5% or 6% interest on it.’ The author 
does not attempt to give a complete 
picture by stating that on this same 
money, the company is actually pay- 
ing interest, since it is obligated to 
Increase the policy reserves at a rate 
of interest normally ranging from 
2%% to 31%2%. In addition to this, in 
the case of a mutual company, the 
dividends include excess _ interest 
earnings on the policy reserves. 

“For example, in the case of our 
Company, our current dividend for- 
mula for business issued in recent 
years gives our policyholders cred- 
it for a total of 3.4% on their policy 
reserves. Other points that should be 


considered in connection with this 
particular problem are: (1) policy 
loans average only a few hundred 
dollars, and the expense of handling 
them is very high; (2) funds for 
policy loans are payable on demand; 


and (3) non-borrowing policyholders 
are justified in expecting the company 
to charge a rate of interest on policy 
loans equal to the sum of the rate 
available on new investments and an 
amount sufficient to cover the extra 
expenses of handling the small loans 
and the repayment thereof. 

“The points which I have men- 
tioned are just a few examples of 


the attempt in this article to tear 
down the prestige of the life insurance 
business which has contributed so 
much in so many ways to our econo- 
my. I realize there is no effective 
way to offset the damage which has 
been done by this article, and I feel 
strongly that your magazine has ren- 
dered a great disservice to the life 
insurance business.” i 





“-1T’s always tragic to me to see promis- 
I ing people hold themselves back 
when they could be doing bigger things. 
“Even today young men and women 
too often pass up their best chances to 
push ahead in their careers. They just 
can’t seem to bring themselves to act 
decisively. 
“Why? I believe a nagging fear of fi- 
nancial insecurity is one of the great rea- 
sons. And a good, tested way to eliminate 
it is with life insurance. 


A message to young men and women beginning their careers 
by GLENN W. THOMPSON, President, Chairman of the Board, Arvin Industries, Inc.; 
President, Board of Trustees, Depauw University; President, Indiana State Chamber of Commerce. 


“The man who starts buying life insur- 
ance early and regularly is not only pro- 
tecting the future for his family, he is also 
acquiring a savings reserve to help him 
meet emergencies. That builds self-con- 
fidence and makes right decisions easier. 
‘An important feature of modern life 
insurance is that you can afford it early— 
when you need it so much. Choose an 
experienced life insurance representative 
to help guide your planning. His sound 
advice will cost you nothing extra.” 


MILWAUKEE, WISCONSIN 


A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Thompson bought his first policy with this 
company twenty-six years ago. Today his Northwestern Mutual policies are an important part of his financial holdings. 





KARSH, OTTAWA 


“Why sell your future short because 
you feel financially insecure today?” 


A NORTHWESTERN MUTUAL 
AGENT CAN HELP 
SOLVE YOUR PROBLEM 


B character, ability, and training, 
Northwestern Mutual agents are well 
qualified. Many have earned the designa- 
tion of Chartered Life Underwriter. 

Why do they choose to represent this 
company? It is one of the world’s largest, 
has over 99 years’ experience, and accepts 
applications only through its own agents. 

Because of its unique advantages, includ- 
ing low net cost, nearly half the new poli- 
cies issued go to present policyholders. 

For a sound review of your security plans, 
call a Northwestern Mutual agent. 





The NORTHWESTERN MUTUAL 2 Lesurance Company 





APPEARING IN TIME, MAY 21 AND JULY 16; IN NEWSWEEK, AUGUST 20 AND SEPTEMBER 24 
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Guide to A&S Ad 
Rules in the Mail 


The proposed interpretative guide 
for the NAIC rules covering A&S in- 
surance advertising are being mailed 
this week to approximately 1,600 in- 
surers by Health Insurance Assn., 
American Life Convention and other 
trade associations interested in this 
problem. The guide is 32 pages long, 
about three times longer than the rules 
themselves. 


A hearing on the interpretative guide 
will be conducted by the NAIC sub- 
committee on rules for A&S advertis- 
ing May 26 at St. Louis, just prior to 
the opening of the annual meeting of 
NAIC there. Commissioners, compa- 
nies and trade organizations are in- 
vited to comment on the guide at that 
time. 





540 Attend Pilot Life Convention 
Pilot Life held a 3-day convention 
in New Orleans for 540 combination 
agents, who heard an address by Presi- 
dent O. F. Stafford. 
Top agents in 1955 were H. D. Wall 


and J. A. Absher, both of Winston- 
Salem, and W. P. Eakes, New Bern, N. 
C., president, vice-president and sec- 
retary, respectively of Pilot Club. F. 
N. Wilkerson and R. C. Porcello, dis- 
trict managers at Winston-Salem and 
Richmond, respectively, won plaques 
for outstanding production in the rec- 
ord-breaking president’s month cam- 
paign. 


12 Attend Southland Life School 

Twelve Southland Life agents at- 
tended a “new man’s school” at the 
home office. The school was first of a 
series of four conducted over a period 
of 15 months for new agents. 








design for tomorrow... 


Science forecasts there will soon 
be a day when families will enjoy 
3-D color television; phono-vision; 
slide-back room panels at the 
touch of a button. Many families 
are planning for these years of 
fabulous conveniences and 
comforts through policies of 


The Ohio National Life. 


OHIO 
NATIONAL 
LIFE 


Super 60 helps get 

Ohio National Life 

agents into quick, 
profitable production, ~ 

and accelerates their 

climb to the top 

of the sales ladder. 


Take Super 60 for instance—especially designed for juveniles 
and young adults. It was one of the first life insurance contracts 
to successfully employ a return premium feature running 

for the lifetime of the policy. If death occurs prior to maturity 
(age 60) all standard life premiums paid (annual basis) 

are returned én addition to the face amount of the policy, 

plus any accumulated dividends—even though the policy 
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policies 
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may be on extended insurance. 


Package plans like this, popular, unique, and competition: 
proof, help Ohio National Life agents swing into quick, 


profitable production. 
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Higher Prices Loom 
Unless Curbs Are 
Clamped on: Murphy 


WASHINGTON—Many of the typi. 
cal storm signals of inflation are fly. 
ing and _ unles 
something can be 
done to arrest it, 
the country may 
well expect an up. 
ward thrust in the 
price level and 
further deprecia- 
tion in the dollar, 
Ray D. Murphy, 
chairman of Equit. 
able Society, 
warned at a break. 
fast conference 
during the U. §, 
Chamber of Commerce annual meet- 
ing here. 

“We are, admittedly, a _ rapidly 
growing nation, but the performance 
in 1955 represented more than normal 
growth—it was achieved by going 
heavily into debt,” Mr. Murphy 
pointed out. 

Among the storm warnings cited by 
Mr. Murphy were these: 





Ray D. Murphy 


e Last year total mortgage debt in- 
creased from $113 to $130 billion, 
or 15%; $13 billion of this increase 
was on non-farm dwellings. 

¢ Consumer debt increased 20%, 
from $30 to $36 billion. 

e Automobile paper accounted for $4 
billion, or two-thirds of the increase 
in consumer debt. 

¢ Total spending exceeded new cap- 
ital formation by nearly $3 billion. 

Plans for 1956 indicate a capital 
goods boom and indications point toa 
sharp rise in steel prices in the near 
future, Mr. Murphy said. Some oil 
companies have announced that high- 
er prices are necessary for refined oil 
products to cover their increasing cost 
structure, including expansion of 
plants. 

“Industrial management,” he said, 
“still seems to find it easy to pass on 
to consumers wage increases in the 
form of higher prices.” 

The country’s expansive develop- 
ment has depended on a great expan- 
sion of credit rather than upon the 
investment of savings, he emphasized. 

Praising the federal reserve board’s 
“vigilance and courage” in the fight 
against inflation, Mr. Murphy said: 
“Five times they have raised the dis- 
count rate in an effort to discourage 
borrowing by the banks and to con- 
tain expansion based on inflationary 
bank credit. A further increase in 
bank credit now would mean the cre- 
ation of additional new dollars which 
would compete with old dollars for a 
relatively fixed supply of goods and 
services. Our materials and labor sup- 
ply are already stretched. Any further 
increase in demand could only stretch 
prices.” Mr. Murphy also praised the 
efforts of the Treasury to reach a bal- 
anced budget and to resist pressure 
for tax reduction. 

Mr. Murphy asked why the federal 
reserve system should not have stand- 
by power to control directly the terms 
of consumer and residential mortgage 
credit rather than having to rely on 
the indirect effect of general credit 
control with its tightening of all in- 
terest rates. 

“If the reserve system is granted 
such stand-by powers, to use as they 
deem necessary, they will be able to 
cope with any future serious expan- 
sion in credit,” he said. 
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LIAMA Survey Finds 6 Elements Which 
Provide Job Satisfaction for Agents 


HARTFORD—Factors that cause 
agents to like their jobs are analyzed 
jn a research report issued by LIAMA. 

The analysis, based on the responses 
of more than 900 agents of 11 ordinary 
companies contributing data to the 
study, showed that there were six pri- 
mary areas or dimensions of satisfac- 
tion for agents. These have been ten- 
tatively labeled as satisfaction derived 
from (1) supervisory competence; (2) 
prestige and social acceptance; (3) be- 
ing an expert; (4) job security; (5) 
freedom; (6) selling and prospecting 
activities. 

No closer relationship was found be- 
tween performance and satisfaction in 
these six areas than was discovered in 
the earlier research report, Agent At- 
titude. Nevertheless, there was evi- 
dence of correlation with survival and 
termination for agents in their first 
two years. A further item of interest 
which the analysis revealed was the 
wide difference among companies in 
areas of satisfaction. 

a e ° 

It was found that there was no sig- 
nificant variation among the 11 com- 
panies for the “freedom” and “selling- 
prospecting” factors but that there 
were significant variations on each of 
the other factors. This could indicate 
one of two things, according to LIAMA. 
One is the possibility that the compa- 
nies are hiring different kinds of peo- 
ple. The other, more likely, is that the 
operations of the companies are such as 
to increase or depress an agent’s feel- 
ing of satisfaction in certain areas. For 
example, certain companies may en- 
courage the growth of technical pro- 
ficiency while others may neglect it. 
Similarly, certain companies may 
stress supervision while others may be 
unable to provide it. 

The report shows the “satisfaction 
profiles” for the 11 companies in the 
study. 

“From these graphs it is obvious 
that some companies are stressing cer- 
tain activities to the exclusion of oth- 
ers” the report observes. “It is also 
apparent that some companies are 
more able than others to provide a 
climate favorable to the development 
of agent satisfaction.” 

While the study shows the things 
about the agent’s job that are provid- 
ing him with the greatest sources of 
satisfaction, “this does not indicate 
that each of these areas is of impor- 
tance to any one individual agent,” the 
report says. For example, it is natural 
that an agent may develop skill in es- 
tate analysis and tax planning and find 











The Fluegelman agency of Connecti- 
cut Mutual Life in New York City, 
which won the 1955 president’s award, 
celebrated the event at a dinner. David 
B. Fluegelman, general agent, (cen- 
ter) is shown receiving the award, a 
banjo clock, from Raymond W. Simp- 
kin, agency vice-president. Host at the 
affair was Vincent B. Coffin, senior 
vice-president (at left). 


this a very rewarding activity. But he 
may be relatively unconcerned with 
his supervision, or the public’s attitude, 
or the prestige of an agent’s job in 
the eyes of the public. 

Most of the six satisfactions tend to 
increase the longer the agent is on the 
job. The report notes that while much 
of this growth of satisfaction is a nat- 
ural accompaniment of increasing 
skill and competence, it is also clear 


that company policy may operate to 
encourage or hinder such growth. 

The study found that satisfaction in 
the “supervisory competence” area 
was negatively related to experience. 
That is, the longer an agent had been 
on the job, the less likely he was to 
answer favorably on this category. 
However, this was the only one of the 
six factors to become markedly of less 
importance as experience increased. 

The prestige and social acceptance 
factor is one of the “less clear dimen- 
sions” of satisfaction, according to the 
study. Agents deriving their satisfac- 


tion from these areas “apparently have 
a bit of the evangelist in them,” ac- 
cording to LIAMA. The relationship 
between the “prestige” factor and 
length of service is not great, but the 
number of agents scoring high on this 
factor tends to increase slightly with 
increasing time on the job. 

The “being an expert” area of satis- 
faction is quite definite. As would be 
expected, the percentage of agents de- 
riving satisfaction increases with 
length of service. However, after the 
second year in the business, the num- 

(CONTINUED ON PAGE 18) 








Consolidated Functions... 
with IBM” data processing systems 








Like these nesting boxes, IBM data processing sys- 
tems can assemble the data from the many and varied 
insurance files into fewer file units. In some instances, 


only four! 


O Punched Cards and 


as many as 14 separate files have been reduced to 


When consolidated in this manner, the many functions 
of the separate files can be accomplished by a single file. 


The daily operating file, for example, can not only 
process daily insurance data—daily, but it will also 
provide status and reference on a 24-hour basis. And, 
where the IBM 650 or IBM 705 is used, file main- 
tenance may be completed on only one pass of the 
data through the system. 


But the advantages of IBM’s Consolidated Functions 
are not exclusive to one size or one type of insurance 
company. Programs have been developed for Indus- 
trial, H & A, as well as Ordinary Life companies. The 
scope ranges from a straight punched card system 
right on through the medium and ‘giant’ electronic 
data processing systems. One Life company, with 
only 80,000 policies, for example, is successfully using 
the IBM 650 for Consolidated Functions. 


For detailed facts on this broad range of applications, 
six folders have been made available. Check and mail 
the coupon below or call your local IBM representa- 
tive for your selections. 


LIFE INSURANCE DEPARTMENT A56 
International Business Machines Corporation 
590 Madison Avenue, New York 22, N. Y. 


Please mail the following folders on CONSOLIDATED FUNCTIONS: 
O IBM 650 with Tapes ©O IBM 101, IBM 650 














: IBM 101 (32-6806) (32-6794) (32-6772) 

° © (Industrial) IBM 650 O (Industrial) IBM 705 O IBM 705 

- (32-6795) (32-6807) (32-6804) 

a To: 

. Name. 

e Company. 

* Street 

e 

e City Zone State 
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Philadelphia Marks 
50th Anniversary at 
Miami Beach Meeting 


Philadelphia Life celebrated its 50th 
anniversary at a 4-day convention in 
Miami Beach attended by 150 quali- 
fying field force members and wives. 

President William Elliott spoke on 
the success of the company and the out- 
look for the next 50 years. Joseph E. 
Boettner, executive vice-president, 
commented on the part wives play in 
their husbands’ success in the business. 

. . e 

A highlight was the 50th anniversary 
reception and banquet. D. E. Edmond- 
son, regional director and board mem- 
ber, lauded Mr. Elliott for his leader- 
ship and other executives who will 
help make progress in the future. 

Special guests included Edwin A. 
Faircloth, chief deputy life insurance 
commissioner, and Frank Alexander, 
deputy commissioner of Florida. Con- 
gratulatory messages were read from 
government officials, life company ex- 
ecutives and the trade press. 

Anniversary gifts were distributed 
to the men and wives. Various social 
activities were held. 





Frank Gabor, general agent at Mi- 
ami, congratulates President William 
Elliott on the 50th anniversary of 


Philadelphia Life at the celebration 
during a 4-day convention in Miami 
Beach. 








Dugger Named at Nashville 

Jack Smith Dugger, formerly with 
Jefferson Standard Life at Nashville, 
has been named brokerage manager 
there for Occidental Life of California. 


Zone 3 Elects Cravey, 
Commends Texas on 
Stabilizing Insurance 


CHATTANOOGA—Texas Insurance 
Board was commended and confidence 
was expressed in the Texas insurance 
business in a resolution adopted at the 
annual meeting of zone 3 of National 
Assn. of Insurance Commissioners 
here. 

Zack D. Cravey, insurance commis- 
sioner of Georgia was elected chair- 
man of the zone, succeeding Walter D. 
Davis of Mississippi; Commissioner 
Northington of Tennessee, host at the 
convention, was elected to the execu- 
tive committee of NAIC, and the com- 
missioners postponed until the June 
NAIC meeting in St. Louis the selec- 
tion of a site for the next zone 3 meet- 
ing. 

In their resolution on the Texas sit- 
uation, the zone 3 officials stated that 
the Texas insurance board has stabi- 
lized the insurance in the state by the 
eancellation of licenses of unsound 
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LIKE FATHER LIKE SON 


The successful career of a father many times is the 
primary factor in the decision of a son to follow in his 
father’s footsteps. 
successful record of a father has influenced a son to 
select life insurance selling as a business career. 
in every case, the production record of the son indicates 
two successful life insurance careers in the same family. 
It is a pleasure to see these young people embark on a 
career which offers the promises of both financial 


reward and worthwhile accomplishment. 
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In ten Provident life agencies the 
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companies as well as those under in. 
competent management. The resolu- 
tion, adopted at the closing session, 
followed a detailed account of the Tex. 
as board’s recent actions by Commis. 
sioner Saunders. 

Mr. Saunders told the delegates that 
the insurance record of the 1955 Texas 
legislature was remarkable for the 
amount and the wisdom of the legis. 
lation which was passed. The most im- 
portant of the 22 bills which became 
law, he said, gave the commissioners 
authority to inquire into the fitness, 
competence and experience of any of- 
ficer or director of any insurer doing 
business in the state. Also important, 
he said, were the provisions which en- 
able the commissioners to regulate the 
price of insurance securities and those 
which require increased capital and 
surplus for the transaction of insur- 
ance. 

e o * 

As a result of this legislation, the 
commissioner said, he believes Texas 
now has a model insurance code and 
one of the strongest in the nation with 
the power and authority to regulate in- 
surance as effectively as any state. 

In conclusion, Mr. Saunders blasted 
the recent 3-2 decision of the federal 
trade commission to assume jurisdic- 
tion in the American Hospiia! & Ac- 
cident case. He characterized the FTC 
action as “a case of power hungry bu- 
reaucracy invading states’ rights once 
again,” and added “I think the time 
has come, if not already passed, when 
the state commissioners should de- 
mand of Congress that state regula- 
tion should be spelled out so clearly 
that even the supreme court would 
have no reason, by their legislative 
rather than judicial opinion, to assist 
the bureaucracy in their efforts to take 
us over.” 

Ralph Cadle, Georgia deputy com- 
missioner, told the meeting that super- 
vision of the sale of coupon life policies 
ought to be divorced from the normal 
regulation of life insurance. Georgia, 
he said, may decide to prohibit the 
sale of coupon life policies entirely. 

Thomas P. Bowles Jr. of Bowles, An- 
drews & Towne of Atlanta, urged the 
commissioners, however, to consider 
carefully the advantages of coupon life 
policies before denying the filings. 

e e 

Commissioner Pansing of Nebraska 
spoke on recent developments in the 
A&S advertising code. He _ replaced 
Commissioner Martin of Louisiana 
who was unable to attend the meeting. 

The plan presently proposed, Mr. 
Pansing said, is to have A&S compa- 
nies sign an agreement to abide by the 
rules set up to police interstate opera- 
tions, with enforcement left up to the 
commissioners. Signing of the agree- 
ment would be no bar to citation of the 
company by the FTC nor would failure 
to sign be a cause for citation. 

Mr. Cadle also discussed the impor- 
tance of anticoercion regulation with 
respect to credit life and credit A&S 
policies. He asked the commissioners 
to be prepared to submit written sug- 
gestions on the matter at a later date. 
Commissioners at the meeting in- 





















cluded Gwaltney of Alabama, Larson 
of Florida, Cravey of Georgia, Thur- 
man of Kentucky, Davis of Mississippi, 
Leggett of Missouri, Northington of 
Tennessee, and Hidalgo of Puerto Rico. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga - Since 18§7 


ACCIDENT 








LIFE SICKNESS HOSPITAL SURGICAL MEDICAL 


Great-West Appointments 
Great-West Life has made two ap- 
pointments in its group division. H. M. 
Porter, formerly group underwriting 
manager, has been promoted to man- 
ager of group administration, and R. E. 
Galloway succeeds Mr. Porter. Mr. 
Porter has been with Great-West since 
1941 and Mr. Galloway since 1950. 
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Foundations of Leadership Rest on Five Basic 
Factors Which Must Work in Unison: Merritt 


The foundations of leadership rest 
upon at least five basic factors which 
must work in unison at all times, Fran- 
cis L. Merritt, director of training of 
Mutual Benefit Life, told the 2-day 
annual management conference at 
Swampscott, Mass., sponsored by New 
England General Agents & Managers 
Assn. 

Well selected men often fail because 
the manager believes so thoroughly in 
the self-starter principle. Well selected 
and well trained men may fail because 
the manager does not like record keep- 
jng and does not motivate his men to 
pecome good business men who recog- 
nize the balanced work load for getting 
the job done with constant success. 

Each of the five basic factors on 
which leadership rests must perform 
its part. Relative failure will follow 
the failure of one part to function 
properly. Mr. Merritt discussed the 
factors as follows: 

e Selection: A common weakness is to 
believe that a completely passive per- 
sonality, one who has never participat- 
ed in the more active and persuasive 
areas, can be trained to make a succes- 
ful salesman. Personnel men require 
men with similar experience for im- 
portant work. Life company manage- 
ment also must recognize the need 
for men with at least some similar ex- 
perience. If the man has participated 
little in leadership or selling activities 
in the past, the risk of failure is very 
great. 

e Recruiting: Often good men are se- 
lected, but not recruited. The value of 
a career in life insurance is not sold 
carefully enough. There is too much 
dependence on a few books and pam- 
phlets, and there is no good sales talk. 
Men of strong leadership are hard to 
sell, but, when sold, they are terrific 
salesmen. Often the manager is an un- 
cannily good selector, but a poor re- 
cruiter. He is too independent and puts 
his job on a high shelf. He is unwilling 
to fight for a good man after he has 
found him. 


e Training foundations: Good sales- 
men are seldom ideal students. Opti- 
mists, they over estimate what they 
will accomplish. They under estimate 
what it actually will take to do the 
job. The selling skills must be taught 
them until all techniques are thor- 
oughly in their memory and ready for 
instant use. Managers often select and 








R. O. Kiplinger to Omaha 
Post After Decade in Field 


Robert O. Kiplinger, who succeeded 
Sam B. Starrett as Omaha general 
e 


agent of Guaran- 
tee Mutual Life, 
has 10 years of 
field experience. 

Mr. Kiplinger 
entered the busi- 
ness with Guaran- 
tee Mutual at 
Portland, Ore., 
after naval service 
in World War II. 
Upon release from 
duty during the 
= Korean conflict, 

R. O. Kiplinger he joined the Star- 
rett agency at Omaha. Immediate past 
president of Omaha CLU chapter, he 
currently is a director of Omaha Life 
Underwriters Assn. and chairman of 
the 1956 sales congress of the Nebraska 
association. 

Mr. Starrett served Guarantee Mut- 
ual as general agent for 31 years. He 
relinquished management duties to 
devote full time to personal production 
and performing his duties as trustee 
of NALU. 


recruit well but do not give enough 
training. By trying to hold good men 
with package selling, managers may 
lose top men who should not be lost. 

e Supervision foundations: If good 
salesmen were inherently good leaders, 
there would be no need for leadership. 
The “weak link failure’ often is right 
here. As leaders, managers may lose 
control in a short time and not get 
down to fundamentals. Thus, the agent 


never secures “record awareness” re- 
garding key points of his greatest 
weakness. Managers must help the 
man find out for himself with some of 
the preciseness of an accountant just 
where his key activity problems origi- 
nate. The agent must be helped in 
working out his records, studying and 
analyzing them, developing balanced 
work activity standards from them un- 
til he comes to believe them. He grad- 
ually will see the need for being a 
good business man as well as a good 
salesman. 


e Character foundations: Many man- 

agers are only relatively successful be- 

cause their convictions do not go be- 

yond being good technical trainers and 

builders. Getting men to live success- 

fully is getting them to do what they 

naturally do not want to do. The foun- 

dation for sales success rests upon the 

over-all development of the character, 

traits, work habits, and desire to grow. 

Successful living is a character sale 
which the individual makes to himself,’ 
and he needs leadership to help him 
make it. 











It would not be prudent to trust the lives of those 
dearest to you in such an obsolete car in today’s traffic. Undoubt- 
edly, the safest, most modern car you can afford is the one used to 


transport your family. 


As automobiles go out-of-date with the passing years, so does 
life insurance. The insurance you purchased years ago may not 
now be adequate—the job for which it was designed may call for 


more money, or less—or your 
during the years. 


A Pan-American Representative will 
be happy to review your life in- 
surance program. Knowledge of 
your present situation, and future 
plans, will enable him to design 
a “Tailor-Made” program for you 
and very likely save you money. 


Offering all forms of Life Insurance 
Group and Pension Plans 


You will be glad your Pan-American Repr 


original plans may have changed 
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“Guardian of Your Tomorrow” 


tative called—welcome_ him. 








In 
TIME 
and 


NEWSWEEK 


ads similar to this 

are appearing regular- 
ly to build prestige 
for, and to assist, our 
Representatives in 
their daily efforts. 
Each ad reaches mil- 
lions of persons who 


are prospects. 


This, coupled with 

our training, top-notch 
sales aids, and our 
“Tailor-Made” policies, 
designed to meet indi- 
vidual needs, will make 
more money for you 


u nder 


| PAN-AMERICAN’S 
CAREER CONTRACT 


“Guardian of Your 
Tomorrow” applies te 
Pan-American’s Repre- 
sentatives as well as 


its Policyowners. 


President 





2400 Canal Street. Dept. PRM—1356 


PAN-AMERICAN LIFE INSURANCE COMPANY 


Without obligation, please send me 
full information about your “Tailor 











New Orleans 19, La., U.S.A. Made” Plan. 
Name : 
Addr Date of Birth 
City State 
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“When someone's counting on you .. . you can count on life insurance.” 


Vice-Pres. & Agency Director 
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Penn Mutual Cites 
Purser, Stephenson 
Agencies at Meets 


The Carr R. Purser agency of Penn 
Mutual Life in New York City re- 


ceived the president’s award for out- 


standing performance in 1955 at ses- 
sions for eastern members of Million 


and “500” Clubs at The Homestead, 


Hot Springs, Va. 

The C. Calvin Stephenson agency 
at Kansas City received the president’s 
progress award for general agents 
with less than five years’ service at 
meetings of western members of the 
two clubs at the Arizona Biltmore 
hotel, Phoenix. 

Karl Bach, San Francisco, the com- 
pany’s only $5 million producer, re- 
ceived a gold replica of the Liberty 
Bell at the Phoenix sessions. Million 
Club members, who met for two days 
before the general conferences, were 
given engraved silver tankards. 

President Malcolm Adam made the 
presentations at both eastern and 


NTS AWARD 
E MGUEANCE COMPANY 
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Carr R. Purser, 
general agent of 
Penn Mutual Life 
in New York City, 
is shown (at left) 
receiving f rom 
President Malcolm 
Adam the presi- 
dent’s award for 
outstanding  per- 
formance in 1955. 
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western meetings, which were similar. 
He said a roll of honor book would be 
used to record the agents’ 1956 pro- 
duction pledges, their actual accomp- 
lishments and their biographies. The 
book will contain a record of the com- 
pany’s greatest asset, which is the 
high value of the field force, he said. 














FOUNDED IN 
1867 IN 
DES MOINES 








EMBLEM 


of the Company portrays its 
character. 
cates unity; the arch, stabil- 
ity; the oak leaves, maturity 
and endurance; the shield, 
strength; the scales, justice; 
the helmet, protection; the 
compass, direction; the key, 
friendship. Combined, they 
symbolize the Equitable Life 
of lowa .... a company 
keyed for Career Life 
Underwriters. 


INSURANCE COMPANY OF IOWA 


The circle indi- 








Eastern qualifiers pledged $152,593,- 
000 and westerners pledged $87,935,567. 

Vice-president D. Bobb Slattery 
opened the meetings and introduced 
Mr. Adam. Members of both clubs 
were recognized, and gifts were dis- 
tributed. Officers reported on compa- 
ny progress. 
Fruth Ends 47-Year Career 

Arthur J. Fruth, supervisor of the 
agent contract division in the home 
office agency department of the North- 
western Mutual Life, has retired under 
the company employe security plan, 
ending 47 years of service. 


Mass. Defeats Strike Bill 


The Massachusetts senate has de- 
feated a bill which would have allowed 
continuation of insurance policies dur- 
ing an agents’ strike, with a 30-day 
grace period after the strike. 





Shenandoah Life Names}; 


James to Agency Post 
Shenandoah Life has _ appointed INE 

George E. James Jr. assistant superin. Sa 

Th 







tendent of agencies. 

Mr. James, who has been assistant 
manager at Roanoke since 1952, joineg 
the company in 1949 after working in 
the home office of Jefferson Standard 
Life. 














Kassoff Retires from 
Mutual of New York 


John L. Kassoff, manager of Mutua] 
of New York in New York City since 
1932, is retiring under the company’s 
retirement program after 41 years’ ser. 
vice. He joined the company at Cincin- 
nati and has headed the New York 
City agency since its formation in 1939. 











———— C. 

Boston Mutual Life pe 
Sets New Ordinary Rates dre: 
New ordinary rates have been jn. § LIA 
troduced by Boston Mutual Life. Pol. § nies 
icies from $1,000 to $2,499 will be is. B He 
sued on a regular basis, and policies oph 
over $2,500 will be issued on a select ple 
basis. Rates have not been changed ent 
for preferred risk whole life. mol 


Retention limits have been increased 
to $5,000 under age 5, $10,000 at ages 
5-15 and $25,000 for ages over 15 for R 


life, endowment and retirement plan, § the’ 
and $15,000 for term. Zin 
i aw ect 

Cuts Rates for Pilots Fay 
For the third time in a year Gen- § sati 
eral American Life has liberalized § con 


aviation ratings. Commercial airline C 


pilots and crew members now can be bes 
considered on a standard basis. tiv: 
For the first time, the company is on 
issuing standard policies on some pri- be 
vate pilots, and for others has sig- bet 
nificantly reduced rates. a 
tote 











Life of Georgia offers its warmest congratulations to 
Robert E. Brewer of Pine Bluff, Arkansas. Winner of 
the Top Hat Award, Mr. Brewer not only achieved 
the best record for individual production as an agent 
during 1955, but also made the best individual pro- 
duction record for any one year in Company history! 
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Bob Brewer 
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‘Live It Up” Trend 
eed Not Hurt Life 
Sales: Zimmerman 


The new “live it up” philosophy in 
this country need not be harmful to 
; life insurance sales 
because insurance 
still is the best way 
for people to pro- 
vide for future se- 
curity and yet have 
money left for 
buying today’s 
pleasures. 

That was the 
opinion of Charles 
J. Zimmerman, 
managing director 
of LIAMAand 
president-elect of 
Connecticut Mutual Life, who ad- 
dressed 215 agency officers at 
LIAMA’s 3-day combination compa- 
nies conference in Washington, D.C. 
He described the “live it up” philos- 
ophy as the willingness of many peo- 
ple to spend more freely of their pres- 
ent productive output in order to enjoy 
more of today’s pleasures. 

a e e 

Referring to labor union leaders and 
their efforts in behalf of agents, Mr. 
Zimmerman asked: “Do these leaders 
recognize that in order for the agent 
to earn more money and get greater 
satisfaction from his job, he must be- 
come a more productive person?” 

Greater agent earnings can come 
best through greater agent produc- 
tivity. If the cost of life insurance is to 
be reduced, if the public is to be served 
better, and if the product is to be made 
more desirable to more people, then 
total productivity must be increased. 





C. J. Zimmerman 


Commenting on the many ideas pre- 
sented at the conference to save the 
debit agent’s time, he said the vital 
question is what the agent will do with 
his released time. 

Mr. Zimmerman said there is con- 
siderable evidence that the public will 
buy, for a short term at least, almost 
anything the agent will offer for sale. 
Because this is so, companies have a 
great responsibility to sell only in the 
public interest so that both buyer and 
seller will profit. 


e 6 * 

On the future of the debit business, 
he reiterated his prediction at the 1955 
combination companies conference 
that, while the system will continue to 
grow and prosper, weekly premium 
insurance will have a decreasing im- 
portance in that system. 


Schmuck and Roberts 
Promoted; 17 Others 
Appointed by Acacia 


Acacia Mutual Life has made these 
promotions and appointments: 

Edward J. Sch- 
muck becomes 
vice-president and 
general counsel. 
He has been gen- 
eral counsel. 

Donald F. Rob- 
erts becomes fin- 
ancial vice-presi- 
dent. He has been 
vice-president. 

Lloyd K. Crip- 
pen, vice-presi- 
dent and actuary, 








E. J. Schmuck 
was elected a director. 

Burton M. Langhenry, William Simp- 
son, Frank Devlin and Lester Van Ness 
were named to the new posts of 2nd 
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Theo. P. Beasley, President 





life insurance in force exceeds 


$972,000,000.00 


PLUS: One of the most advanced 
agents training programs in the 
nation . . . Supervised offices .. . 
Trained Group men to assist 
agents .. . An alert Underwriting 
and home office staff ...Top 


commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Home Office, Dallas 


vice-president of public relations, 2nd 
vice-president and associate actuary, 
2nd vice-president in the investment 
department and 2nd vice-president in 
office administration, respectively. 
John Meagher was promoted to as- 
sistant superintendent of agencies. He 
joined the company at Norfolk and has 
been in the home office since 1954. 
Also appointed were Arthur Deming, 
assistant vice-president of new loans; 
Francis L. Kiep, assistant vice-presi- 
dent of loan service; Donald Burnett, 
chief appraiser; Hatcher Gibson, man- 


ager of real estate; Robert Hammer- 
lund, assistant secretary of clerical 
services; Don Hammerlund, attorney; 
William O’Brien, manager of machine 
accounting services; Charles Hunter 
Jr., branch auditor; Daniel L. Hurson, 
assistant to the president; Katharine 
Carper, administrative assistant, and 
Louis L. Miller, assistant secretary. 





Maurice I. Carlson, vice-president of 
Universal Life & Accident, discussed 
the variable annuity in a talk before 
San Antonio CLU chapter. 
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“SPECIALS” 





Most complete Juvenile line 
in the industry is now the 
most appealing . . . highlighting 


seven unusual ‘‘Specials’’! 


Berkshire brings you opportunities . . . as never before in the history of the 
industry . . . to increase your volume in the lucrative, mushrooming juvenile 
market! Seven new low-cost “J-15” plans with $5,000 minimums, together with 
nine $1,000 minimum plans, make our Juvenile range among the most com- 
plete, flexible and price-appealing in the entire industry. There’s a saleable 
juvenile “special” for every prospect: “5 for 1 at 21” Progressive Security; Life 
Paid Up at 65; 20 Pay Life; 20 Year Cash Benefit; Cash Benefit at 18; Cash 
Benefit at 65; 20 Pay Cash Benefit at 65. See the Berkshire General Agent near- 


est you for all the interesting details on how you can get your share of this market. 


RKSHIRE 


LIFE INSURANCE CoO. 


PITTSFIELD, MASS. e A MUTUAL COMPANY e 1851 


Life, Annuities, Pension Plans and Accident & Sickness 
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A Fallacy that Needs 


Addressing the recent zone 5 insur- 
ance commissioners meeting in Dallas, 
an automobile manufacturer’s safety 
expert repeated a popularly accepted 
but nevertheless cockeyed view that is 
helping to keep traffic deaths so prom- 
inent a feature of life insurance claim 
payments. 

Said Fletcher N. Platt, manager of 
traffic safety and highway improve- 
ment for Ford Motor Co.: “Many traf- 
fic safety experts agree with our con- 
tention, although proof is not available, 
that improved acceleration resulting 
from higher power is a safety factor.” 

You bet “proof is not available!” 
3ecause it’s pretty obvious that open- 
minded investigators would have to 
conclude the exact opposite, except for 
the minute percentage of drivers with 
true driving skill, razor-sharp percep- 
tions, and sufficient emotional maturi- 
ty to forego thrills and chance-taking. 


Lightning acceleration to get you 
out of a tight spot is a comforting 
thought. But why does the typical 


driver find himself in a tight spot? 
Isn’t it because he believed, in his not 
overly expert judgment, that his high- 
ly-advertised acceleration could get 
him out of it in time? If his appraisal 
was wrong, of course, he’s going so fast 
that—well, another chance for some 
life company to prove its promptness 
in settling claims. 

The truth is that errors of judg- 
ment committed with today’s super- 
powered cars are a lot more likely to 
be fatal than when horsepowers were 
lower and drivers didn’t consider it a 
point of honor to be able to trim other 
makes in traffic-light drag races. 

Mr. Platt concedes a smart-aleck 
can turn a powerful car into a lethal 
weapon but he pleads that even with 
older, less-powerful cars the idiot can 
be just as deadly. This is like saying 
that because babies have been known 
to strangle on seemingly harmless toys, 
it is therefore sensible to let them play 
with machine guns. 

No, ultra-swift acceleration as a 
safety factor makes about as much 
sense as permitting everybody to car- 
ry revolvers. Both the acceleration 
and the revolver can conceivably be 
life-savers under some conditions. But 
for the typical driver, the neck-snap- 
ping acceleration of today’s cars will, 
like pistol-packing, get him into more 
trouble than it will get him out of. 

Sure, it can be argued that in the 
hands of the expert, a lethally-pow- 
ered car or any other lethal weapon is 
perfectly safe. But would Mr. Platt or 
the Ford company—or any other auto 


Puncturing 


maker—like to see the use of their 
cars confined by law to only those 
persons with the skill and the proper 
psychological attitude to be entrusted 
with dazzling acceleration? 

The life insurance business is sur- 
prisingly apathetic about exerting any 
of its vast potential strength towards 
the prevention of traffic fatalities, but 
it can certainly refuse to be taken in 
by the safety-through-acceleration ar- 
gument. 


PERSONALS 


Theodore P. Beasley, president of 
Republic National Life, presented the 
1956 lay churchman of the year award 
to Paul T. Babson at the annual Wash- 
ington Pilgrimage in Washington, D.C. 
Mr. Beasley and L. E. Throgmorton, 
Republic National vice-president and 
director of public services, are mem- 
bers of the Washington Pilgrimage. 


Holgar J. Johnson, president of In- 
stitute of Life Insurance, is in Europe 
on a 3-week trip during which he will 
attend the meeting of the European 
Insurance Companies Assn. at Munich 
and visit home office in various cities. 











Robert G. Keck, agency manager at 
Chicago for Bankers Life of Iowa, is 
serving as chairman of the life in- 
surance group, commerce division, for 
the 1950 USO fund raising campaign. 
The campaign seeks to raise $800,000 
in the Chicago area. 


H. Bruce Palmer, president of Mu- 
tual Benefit Life, has been elected to 
the board of American Ins. Co. of 
Newark. 


Homer G. Hewitt, Houston, retired 
agency manager in Texas for North- 
western National Life, and Mrs. 
Hewitt are on a three months tour of 
Europe. They plan to visit Lloyds of 
London while in England. 


Stewart Eckard, supervisor at Cedar 
Rapids, Ia., for Pacific Mutual Life, 
escaped serious injury when his plane 
was wrecked in an emergency landing 
near Albion, Ia. Mr. Eckard suffered 
face cuts and a skinned knee when the 
plane struck a tree while landing in 
a pasture. 


Fred H. White, general agent for 
Massachusetts Mutual Life at Buffalo, 
was elected a director of Buffalo Better 
Business Bureau. 


Harry Barsantee, manager of the 
public information and advertising de- 
partment of Travelers, was awarded a 
commendation ribbon by the U.S. air 
force at a dinner in Hartford for rescu- 


ing six persons during the flood in 
Connecticut last August. 

Mr. Barsantee, who is a lieutenant 
colonel and flight commander in the 
Torrington, Conn., unit of the air 
reserve group at Hartford, received 
the award from Brig. Gen. F. L. Vidal 
of the continental air command. Mr. 
Barsantee joined Travelers in 1936 as 
supervisor of the news bureau, was 
named assistant manager of the de- 
partment in 1948 and became associate 
manager in 1952. He was appointed 
manager of the public information 
department in 1953. 


John Visser, associate general coun- 
sel for Old Line Life of Wisconsin, was 
elected president of the North Ameri- 
can area of World Presbyterian and 
Reform Alliance at the group’s annual 
meeting in Pittsburgh. 


Roy Gundersdorff, northern New 
Jersey general agent for Equitable 
Life of Iowa, and Mrs. Gundersdorff 
sailed recently from New York aboard 
Italian Line’s S. S. Cristoforo Colombo 
to spend two months in Europe. The 
Gundersdorffs live in Nutley, N. J. 


BEATHS 


ANDREW BLOOMFIELD, 83, retir. 
ed treasurer of Benefit Assn. of Rail. 
way Employees, died at his home jy 
Highland Park, III. 



















HENRY W. 
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Phelps agency of 
Northwestern Mu- 
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River Forest. 











Henry W. Shedd 
LOUIS J. KALMAR, 61, an agent for 
Empire L. & A. at South Bend, Ind, 
was killed in an automobile accident 
near Kokomo while returning from an 
insurance meeting at Indianapolis, 








Northwestern Mutual 


Lowering Insurable Age 


Effective May 14, Northwestern Mu- 
tual Life will lower to one month age 
requirements for all 17 of its plans 
which were formerly available at in- 
surable age 5. This is the first time the 
company has offered coverage below 
age 5. A minimum amount of $2,000 
has been set for ages 0-4. Also, effec- 
tive June 15, the $2,000 minimum 
will be required for any new policies 
written on ages 5-20. The present min- 
imum for these ages is $1,000. 

Under this extension of juvenile pro- 
tection, policies will be issued on a 
short term basis at any time between 
one month and insurable age 1, when 
they automatically will be converted 
to permanent coverage. Death benefits 
during the term period will be $250 
per $1,000 face amount of the perma- 
nent policy. A maximum of $100,000 in 
standard insurance below age 5 will 
be issued, and the full amount can be 
obtained at the first application. Sim- 
plified medical procedures have been 
set up for this new business. With the 
exception of 5 and 10 payment life and 
10 year endowment policies, all plans 
on male lives ages 0-4 will include the 
same waiver of premium benefit now 
available at higher ages. 


Franklin Life Sales Up 34.5% 


Franklin Life registered an ordinary 
gain of almost $90 million for the first 
quarter of 1956, an increase of 34.5% 
over the same period last year. 


Maduro to Address CLU Forum 

Denis B. Maduro, New York City 
lawyer, will address the annual for- 
um of Philadelphia CLU chapter the 
afternoon of May 15 in the Bellevue 
Stratford hotel. 

Mr. Maduro, a prominent estate 
planner, will review the use of practi- 
cal techniques on problems involved 
in distribution of gifts, life insurance 
proceeds, temporary and permanent 
trusts and related topics. Leonard E. 
Liss, president of the chapter and part- 
ner in S. George Levi & Co., will pre- 
side. 








N. Y. City Nominates 


Officers and Directors 


New York City Assn. of Life Under. 
writers has nominated Michael P. 
Coyle, Phoenix Mutual Life, for presi- 
dent in 1956-57; Arthur L. Sullivan, 
general agent of Fidelity Mutual Life, 
for administrative vice-president: 
Harry Phillips III, Penn Mutual Life, 
for educational vice-president; Stanley 
R. Wayne, general agent of Mutual 
Benefit Life, for membership vice- 
president; Charles Anchell, New York 
Life, for public relations vice-presi- 
dent, and Raymond F. Thorne, general 
agent of Berkshire Life, for treasurer, 

Nominated to serve on the board un- 
til 1959 are Irving S. Bober, general 
agent of New England Mutual Life; 
Benjamin D. Goldstein, Prudential; 
Alfred S. Howes, Connecticut Mutual 
Life; James J. McCann Jr., Home Life; 
Thomas D. Mackey Jr., Equitable of 
Iowa; Benjamin Rikelman, manager of 
Metropolitan Life; Arnold Siegel, gen- 
eral agent of Union Mutual Life, and 
Murray White, Aetna Life. 

The slate was presented at the asso- 
ciation’s May luncheon meeting, held 
in conjunction with the spring delegate 
meeting of the New York state associ- 
ation. 





West Coast's Group Omitted 

West Coast Life’s group insurance 
in force of $276,980,559 was inadvert- 
ently misplaced in the table of in- 
force rankings of life companies in the 
April 27 issue. The West Coast group 
figure was listed for Mutual Trust Life, 
which does not issue group coverage. 
The totals shown for each company, 
however, were correct. 





Pension Group to Hear Fitzhugh 


Gilbert W. Fitzhugh, 2nd vice-presi- 
dent of Metropolitan Life, Robert S. 
Lane of Socony Mobile Oil Co., and 
Wallis B. Dunckel of Bankers Trust 
Co., will speak on legislative activities 
in the field of health and welfare funds 
at the dinner meeting of American 
pension Conference on May 17 in Hotel 
New Yorker, New York City. 
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anadian Officers Set 
genda for 3-Day Meet 


The program has been arranged for 
he annual meeting of Canadian Life 
-Mnsurance Officers Assn. May 28-30 at 
ontebello, P. Q. The association’s 
ife Agency Officers and Life Insur- 
nce Advertisers sections will meet at 
he same time and place. 

The association meeting will open 
ith a luncheon on May 29 when Wal- 
ter E. Harris, minister of finance, will 
peak. The afternoon program will in- 
clude addresses by E. C. Gill, presi- 
dent of Canada Life and of the as- 
sociation; John J. McCloy, chairman 
of Chase Manhattan Bank, New York 
City, and W. A. Mackintosh, vice- 
chancellor and principal of Queen’s 
university. 

The May 30 morning session will 
feature a report on association activities 
and speeches by E. J. Faulkner, presi- 
dent of Woodmen Accident & Life and 
of Health Insurance Assn. of America, 
and H. R. Stephenson, president of 
crown Life. 

The agency officers section will meet 
the afternoon of May 28 when talks 
will be given by Rev. T. J. Finlay of 
New York; R. M. Green, vice-president 
S in charge of Canadian operations of 
Prudential; M. K. Kenny, assistant gen- 
eral manager and director of agencies 
of Excelsior Life, and E. Clifford Marr, 
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ea manager of Sun Life of Canada at 
utual Life § Toronto. 

resident: § At the advertisers section dinner on 
itual Life, § May 28, the speaker will be A. F. W. 
it; Stanley f piumptre, assistant deputy minister of 
of ~Mutual § sinance. Al B. Richardson, vice-presi- 
sal York dent of Life of Georgia and president 
ieo-nealll of Life Insurance Advertisers Assn., 
e, genera] | Will address the advertisers the morn- 
treasurer, } ing of May 29. Participants in a panel 
board un- | discussion on advertising viewpoints 
r, general — will be Hugh C. Innes, Manufacturers 
tual Life; — Life, the moderator; A. L. Cawthorn- 
rudential; — page, Metropolitan Life, Ottawa; M. 
it Mutual fs Crockford, Excelsior Life; A.. A. 
weds, Morison, Dominion Life, and W. A. 
anager of | Neville, Great-West Life. 

gel, gen- The meetings will be staggered to 
Life, and | permit attendance at all sessions. 
the asso; | E, A. Hauschild Retires 

' delegate Edward A. Hauschild, A&S secre- 
e associ- [| tary of Security Mutual Life of Bing- 


hamton, has retired after 16 years 
with the company. He has written on 
d A&S and has been active in Bureau 
of A&H Underwriters. 
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nadvert- 
> of in- | Huber Agency Appoints Three 
es in the The Huber agency of Mutual Bene- 
st group [ fit Life in New York City has appointed 
ust Life, [| Otto Alden assistant general agent, 
overage Melvin J. Huber supervisor and Harold 
ompany, | Schneider agency assistant. 
Mr. Alden has specialized in estate 

planning with Connecticut General Life 
hugh afd has done consulting. Mr. Huber, 
e-presi- | Son of Solomon Huber, general agent, 
obert §, | has been in the estates and trusts de- 
Yo., and | Partment of Paul, Weiss, Rifkind, 
s Trust | Wharton & Garrison, New York law 
ctivities | firm. He is a lawyer. Mr. Schneider, 
re funds | 22 accountant, has been a personal 
merican | Preducer with the agency. 
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Midland National Stages 
50th Anniversary Parley 


Midland National Life staged its 50th 
anniversary convention at the San 
Marcos hotel in Chandler, Ariz., for 
more than 100 agents and their wives. 

William G. Coursey, managing direc- 
tor of International Assn. of A.&H. 
Underwriters, moderated a panel dis- 
cussion on “How to get A&S busi- 
ness.” Robert E. Conn Jr., vice-presi- 
dent of Northwestern National Bank 
of Minneapolis, discussed “An overall 
look at Estate Analysis and Planning.” 

Persons from the home office and 
field who presided at or participated in 
various panel discussions and at other 
events of the convention included 
President H. S. Hagen, John S. Davies. 
superintendent of agencies; E. H. 
Downs, Midland director and general 
agent at Aberdeen, S.D.; C. A. Jorgen- 
son, Pipestone, Minn.; Ken Stockton, 
Watertown, S.D.; John Bosch, Minne- 
apolis, all general agents; Alan L. Au- 
stin, secretary and general counsel, and 
Douglas E. Higginbotham, western di- 
vision agency vice-president. 

President Hagan presented award 
plaques to four of 1955’s outstanding 
producers. Mr. Jorgenson was awarded 
the man of the year plaque; Edward 
Gregor, Chicago, earned the all-star 
producer award for $2,399,379 in paid 
volume; Leonard Porzak, Chicago gen- 
eral agent, received the 1955 leading 
agency award, and Robert F. Rodgers, 
Minneapolis, was presented with the 
leading neophyte producer award. 





An open house was held at the new 
northern Indiana agency headquarters 
of Prudential in South Bend. The new 
one-story brick structure is at 1320 
Mishawaka avenue. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, May 8, 1956 
Previous Current 

Week’s Bid Bid Asked 
MCR TE aes vicsiessdivssssccetovestesse 180 192 195 
Beneficial Standard .. Re 30 30% 31 















Cal.-Western States ............ 104 105 108 
Colonial Life .............0... .. 108 113 117 
Columbian National ...... a 90 95 
Commonwealth Life - 20% 22% 23 
Connecticut General ............. 223 244 250 
Continental Assurance ........ 134 134 138 





Franklin Life .......cseeees Vi 93% 
Great Southern Life 90 
GRE EE. ccsesccccesssssessces 33 
Jefferson Standard .. 125 
Kansas City Life ...... oe 1340 
Life & Casualty ........ ; 3742 
Life Insurance Investors .. 14% 15 15% 
Lincoln National. ................. 206 216 220 









MisSOUri  ........ceeeeeee 
National L.&A.. .......... 
North American, III. . 
N. W. National Life ae 
Ohio State Life .......... .. 230 235 245 
Old Line Life ........ 
Southland Life .. 
Southwestern Life 


Travelers. ..... 7334 79% 81 
United, Il. . a! ae 26 27 
Wh, TR ceccesevicseseess> .. 140 144 150 
West Coast Life ........ 49 51 55 
Wisconsin National .............. 57 53 57 





GLOBE Lire INSURANCE COMPANY 


Attractive Agency Contracts 
COMPLETE LIFE INSURANCE 
COVERAGES — Ages 0-60 
ALSO ACCIDENT, HEALTH, 
HOSPITALIZATION AND MEDICAL 
For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 




























“THE TRAINING PROGRAM 





WORK AT STATE MUTUAL? 


When a new man joins our Company he is immediately en- 
rolled in a two-year course of study under careful supervision. 
Those who successfully complete the studies gain a solid and 
useful background in life underwriting. 

The added knowledge they gain, beginning with basic sell- 
ing fundamentals and ending with specialized field work in 
programming, not only helps them to earn more money, it 
also greatly increases their job satisfaction. 

Later, for those qualified men who would like to investigate 
opportunities in agency management, State Mutual maintains 
a Management Training and Market Development Center in 
Pittsburgh. Here in this field laboratory an individual can 
come to a definite opinion, after on-the-job training, as to his 
potential success as a field manager. And all of this is done 
without in any way jeopardizing his position as an under- 
writer. By now you've probably gathered—TRAINING is a 
mighty important subject around State Mutual. 


STyTE MUTUAL LIFE 


A46ulance 


OF WORCESTER. eae \ompany 



















“ ...@ reputation éarned by Cen- 
tral Life’s devotion to progress, 
consistent with Safety, 

Service and Quality 
through six decades... a 

reputation maintained 
», by progressive leader- 
‘ship. 
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Insurance in Force over $440 Million 
Assets over $140 Million 










ASSURANCE 
COMPANY 
DES MOINES, IA. 






HOME OFFICE 
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America’s Informal Business Capitol 


The Greenbrier’s new West Wing offers groups up to 
1000 the finest and most modern meeting facilities 


to be found. 
The auditorium, the theatre, and various-sized 


smaller meeting rooms provide complete privacy and 
air-conditioned comfort for all types of functions. 
The latest P.A. systems, stage and movie equipment 
(including a CinemaScope screen in the theatre) are 
available. Attentive service is, of course, axiomatic 
at America’s leading resort hotel—The Greenbrier. 


Or inquire of Greenbrier offices in: 


For complete information, address: 
DIRECTOR OF SALES 


eo 


WHITE SULPHUR SPRINGS, 


WEST VIRGINIA 


New York, 17 E. 45th Street, MU 2-4300 
Boston, 73 Tremont Street, LA 3-4497 

Chicago, 77 West Washington Street, RA 6-0625 
Washington, D. C., Investment Bldg., RE 7-2642 
Toronto, 80 Richmond Street, West, EM 3-2693 





The golden anniversary celebration of San Francisco Life Underwritey; 
Assn. was a resounding success, some 540 persons turning out for the banque 
and more than 800 for the sales congress. Above, from left, are Henry — 
North, vice-president of Metropolitan, general chairman of the celebration 
C. F. Wente, executive committee chairman of Bank of America, the banque( 
speaker; Mrs. George H. Paldi and George H. Paldi, association president, 


M. E. Baird, president of the Cali- 
fornia association; Stanley C. Collins, 
president of NALU, and Jules L. Rout- 
bort, San Francisco association presi- 


dent-elect. 


Finberg Elected Head 


of Minnesota Life Agents 


Z. Willard Finberg, agency manager 
at St. Paul for Great-West Life, is the 
new president of Minnesota Assn. of 
Life Underwriters. Others elected at 
the annual meeting of the association 
in St. Paul are Loren S. Frankson, 
Rochester, vice-president; Arthur M. 
Grangaard, Willmar, secretary, and 
Alan W. Giles, Minneapolis, treasurer. 











Ae o Hae 
7 
a7 777 


a eae 


YOU'RE SOMEONE SPECIAL 


You assume a special importance at Western Life. For you are a special 
person, with special talents and special needs. We respect our fieldmen as 
individuals and work with them as best fits their individual methods and 
requirements. 
Whatever your desires—more recognition, higher commissions, more 
leisure time, building a secure future—Western has much to offer. You’re 
someone special so let us write a special ticket for you. You may find your- 
self moving ahead faster and loving every minute of it. Write us a letter 


about yourself (in fullest confidence, of course). 
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Assets over $70,000,000 
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R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 
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William L. Hardy, agency vice. 
president of West Coast Life, holde 
of the coveted Heron Trophy 1950. 
1956, with Mrs. R. Edwin Wood ani 
R. Edwin Wood, Phoenix Mutual Life, 
past president of both San Francisu 
and California associations, who wa 
named the 1956 winner of the rarely 
awarded Heron Trophy. 








Herrington, Goldberg 


Named by Equitable 


Equitable Society has appointed 
Max W. Herrington regional supervi- 
sor of residential mortgages for the 
Milton J. Goldberg director of research 
for the agency department. 

Mr. Herrington joined the mortt- 
gage and real estate departments in 
1934. He became residential mortgage 
supervisor in New England in 1947 and 
was promoted to New York in 1954. 
The New York department has been 
expanded to include the city, West- 
chester county, Long Island and New 
Jersey. 

Mr. Goldberg joined the actuary’s 
department in 1929 and joined the 
agency vice-president’s staff in 1946 
to take charge of liaison between the 
two departments. He is a fellow of 
Society of Actuaries. 





BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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says Dorothy Wen- 
dell, wife of Ben 
Wendell (A. E. Kraus 
General Agency, Los 
Angeles, California ) 


“Yes, ‘Ceiling’s unlim- 
ited’ our General Agent 
told Ben when he began 
with Pacific Mutual. I 
thought he meant just 
earnings—and it sounded 
good anyhow. But now 
we know he meant much 
more, and we’re both 
thrilled about the sales 
aids and advanced train- 
ing Ben’s getting — im- 
portant things leading 
to a better sales record 
each year of his career.” 


Dorothy Wendell has 
accompanied her 
husband to each Big 
Tree Top Star Con- 
ference held to date 
—four years. 


Pacific 


LIFE INSURANCE COMPANY 
PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 

e 
LIFE « ACCIDENT & SICKNESS 


RETIREMENT PLANS 
GROUP INSURANCE 








INSURANCE STOCK 
SPECIALISTS 




















Wood, Struthers & Co., Inc. 
Established 1905 
J. William Middendorf 


30 Wall St., New York 5, N. Y. 
Telephone - WHitehall 3-7474 








Business, Government 
Back Bill to Revise 


D. C. Insurance Laws 

WASHINGTON — Representatives 
of government and the insurance bus- 
iness testified before the House Dis- 
trict of Columbia subcommittee on in- 
surance in support of a bill to bring 
the district’s life, fire and casualty 
laws up to date. 

Support of the revisions came from 
Superintendent Jordan; Milton Kor- 
man, assistant corporation counsel; 
Howard M. Starling of Assn. of Cas- 
ualty & Surety Companies and Dis- 
trict of Columbia Insurance Manag- 
ers Assn.; Wallace M. Smith of Amer- 
ican Mutual Alliance; Howard J. Rior- 
dan, vice-president of D. C. Assn. of 
Life Underwriters; Kenneth L. Kim- 
ble, assistant counsel of Life Insur- 
ance Assn. of America; Herbert M. 
Pasewalk, president of D. C. Assn. of 
Insurance Agents, and Edward J. 
Schmuck, chairman of the insurance 
committee of Washington board of 
trade. 

Mr. Riordan said the D. C. depart- 
ment should have authority to set 
forth and enforce standards for the 
conduct of the insurance business, 
which are adequate to protect the 
public and the major element of the 
business, which is trying to perform 
honestly and effectively. The bill 
would reasonably strengthen the de- 
partment’s authority without impair- 
ing the rights of any interested par- 
ties. 

Mr. Pasewalk said the bill would 
enable the superintendent to deny a 
new license or renewal to unscrupu- 
lous, unqualified or unworthy appli- 
cants and, at the same time, safe- 
guard the constitutional rights of any 
person by providing opportunity for 
a full hearing and introduction of evi- 
dence in behalf of any aggrieved par- 
ty from any adverse decision. The 
public and the legitimate fire and cas- 
ualty agent and broker is protected. 

Much of the testimony related to 
the provision to authorize the super- 
intendent to deny a license to anyone 
he deems untrustworthy. 





N. Y. Life Appoints 


Litten at Dearborn 


New York Life has established a 
new branch in Dearborn, Mich., and 
appointed Edward R. Litten manager. 
He joined the company at Wheeling, 
W. Va., in 1950 and has been east 
central division training supervisor. 





Jefferson Nat'l Makes 
2 Underwriting Changes 


Jefferson National Life has liberal- 
ized underwriting of aviation risks and 
also is issuing its family income rider 
on a flexible basis. The number of 
units of rider coverage sold now can 
be less than one unit for each $1,000 
of the face amount of the principal 
policy. 


Minn. Adopts A&S Ad Code 


The National Assn. of Insurance 
Commissioners advertising rules gov- 
erning A&S have been adopted by the 
Minnesota department, effective July 
17. 








29 Attend Bankers, la., School 


Twenty-nine salesmen from 20 
agencies of Bankers Life of Iowa at- 
tended a home office sales training 
school April 23-28. The school was the 
first in a regular series of three, under 
the direction of Roy A. Frowick, di- 
rector of training schools. 








NOW... 
Over $1 Billion 


LIFE INSURANCE IN FORCE 


Liberty National Life Insurance Company 
passed during 1955 one of the great mile- 
stones in the history of any life insurance 
company. Increasing insurance in force 
approximately $96 million—a new all-time 
record—the company joined the ranks of 
those select few life insurance companies 
in the United States having more than a 
Billion dollars of insurance in force. Liberty 
National looks forward to the future with 
great confidence and a strengthened desire 
to more adequately and faithfully serve 
the needs of its policyowners. 


LIBERTY NATIONAL 
LIFE INSURANCE COMPANY 


Frank P. Samford, President 


Birmingham, Alabama 




















<9-92/ INSURANCE COMPANY OF AMERICA 












PARTNERSHIPS 


are ideal situations for a guaranteed life in- 
surance “emergency fund” that assures con- | 
tinuance of control to the surviving partners. 
Today, businessmen view life insurance as a 
form of “business” protection that eliminates 
the sudden disruption of the firm’s financial 


balance when a partner dies. 


PARTNERSHIPS 


can obtain “business protection” through a 
properly prepared “‘buy and sell” agreement 
backed up by the Colonial Life’s Preferred 
Whole Life Policy. This plan provides a ready 
cash fund which allows the surviving interests 





“to buy” and the heirs “to sell.” 


Ge THE COLONIAL LIFE 


HOME OFFICE e EAST ORANGE, NEW JERSEY 
Richard B. Evans, President 
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NEWS OF FRATERNALS 


The well-attended meeting featured 
a talk by Charles K. Reid, senior con- 
sultant for LIAMA. 

The president of the National Fra- 





Field Managers Elect 
Cochran President 


Fraternal Field Managers Assn. met 
in Chicago and elected John N. Coch- 
ran, Woodmen of the World, Omaha, 
president to replace Richard E. Henne, 
Gleaner Life. M. J. Emerson, Lutheran 


der of Foresters, 
was elected. 


Brotherhood, was named _ vice-presi- 
dent and Robert H. Platt, 
Woodmen, remains secretary-treasur- 
er. An executive committee composed 
of George Krampien, Aid Assn. for 
Lutherans; Hugh Young, Catholic Or- 
and Mr. 


Modern 


Henne 
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Pattern Of Progress 
for 25 Years 
Now serving more than 60,000 policy- 
holders with $173,000,000 insurance 
in force in 15 western and midwestern 


"| 


Sei 





states. 











Write George Milne, Jr., 


vice president and agency 
manager, about opportunities 


UNION NATIONAL 


Dranrance Co. 


i3th and N 
LINCOLN, NEBRASKA 














ACTUARIES 





CALIFORNIA 


ILLINOIS (Cont.) B 








San Francisco 


COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 


Denver Les Angeles 





CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicage 4, Ill. 
Telephone WAbash 2-3575 














GA.-VA.-N.Y. 


IOWA 








RICHMOND 


BOWLES, ANDREWS & TOWNE 


ACTUARIES 
Insurance Company 
Management Consultants 
ATLANTA NEW YORK 





TAYLOR AND TAYIOR 


CONSULTING ACTUARIAL AND 
IBM STATISTICAL SERVICE 


814 American Bldg. 


Home Office Cedar Rapids, lowa 











GEORGIA & 
MICHIGAN 





3501 


ALVIN BORCHARDT & COMPANY 


CADILLAC TOWER, DETROIT 26, MICH. 
1106 WILLIAM OLIVER BLDG., ATLANTA, GA. 


CONSULTING ACTUARIES 


INSURANCE ACCOUNTANTS 





ILLINOIS 





CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





INDIANA & 
NEBRASKA 


Haight, Davis & Haight. Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis Omaha 








NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 











PENNSYLVANIA 








Harry S. Tressel & Associates 


10 S. LaSalle St., Chicago 3, Illinois 


Harry S. Tressel, M.A.1.A. W. P. Kell 
M. Wolfman, F.S.A. wood 
M. A. Moscovitch, A.S.A. M. Kazakofft 
D. Sneed L. Miter 


Consulting Actuaries 


Telephone FRanklin 2-4020 





FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


THE BOURSE PHILADELPHIA 














ternal Congress, George H. Crowns, 
high chief ranger of Catholic Order of 
Foresters, opened the meeting. He said 
there is a need for well-trained field 
managers who not only can sell insur- 
ance but also can sell the benefits of 
fraternals. 

A panel discussion followed. 

Edward A. Mertin, Aid Assn. for 
Lutherans, discussed “Prospecting 
Through service calls.’’ He said, “It is 
axiomtic that if a man can not pros- 
pect he can not hope to succeed.” He 
went on to explain that it is through 
service to the prospect that the pros- 
pect will manifest interest in the 
agent’s success. 

T. E. Newton, Texas field manager 
for Woodmen of the World, presented 
a talk on “Prospecting Through Re- 
ferred Leads.’ He said that through 
the lodges, homes for the aged and 
other methods of the fraternal system, 
members are tied much closer to the 
fraternals than they are to other in- 
surance programs. Mr. Newton said 
the home office can be of great assist- 
ance to the field man in furnishing 
leads, for “if prospecting is the life 
blood of sales then the home office is 
the blood bank.” 

W. H. Hougham, state manager for 
southern Illinois of Modern Woodmen, 
spoke on “Prospecting Through the 
Junior Lodge.” The youth meetings 
and affairs of the fraternals provide a 
service to the community and a good 
public relations, he said. Each child 
who benefits from the youth program 
influences the attitude of his parents 
and thus becomes a part of the good- 
will advertising staff. 

W. P. Langhaug, Chicago agent for 
Lutheran Brotherhood, addressed the 
group on “Prospecting Through Direct 
Mail.” He pointed out that prospecting 
through direct mail is very successful 
only if each letter is followed up 
promptly before the prospect forgets 
about it. An agent, deciding to use 
direct mail advertising, should use a 
letter that appeals to him. Mr. Lang- 
haug also said that through a letter 
that offers a gift, such as a baby book 
or imprinted pencils, draws the largest 
number of replies, the replies are usu- 
ally made by people not really inter- 
ested in insurance. 

The afternoon business session in- 
cluded a report by Mr. Henne. He wel- 
comed the fact that the association has 
assumed a more prominent position in 
the eyes of both the fraternal and com- 
mercial insurance worlds over the past 
year. He urged, however, that mem- 
bers give more attention to an active 
public relations program for their so- 
cieties and for the fraternal system as 
a whole. 


A‘d Assn. for Lutherans 
Names Eau Claire GA 


Howard E. Pleuss has been appointed 
general agent for Aid Assn. for Luth- 
erans at Eau Claire, Wis., succeeding J. 
H. Ferg, who will retire June 30. Mr. 
Pleuss was formerly with the True- 
benbach agency of A.A.L. at Green 
Bay, Wis. Mr. Ferg joined A.A.L. in 
1927 and was named general agent 
in 1930. 
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deputies. Miss Arnold was in the g, Ne 

ciety’s stenographic department befy™ Dr. 
transferring to the field director’s ¢.§ medic 
partment in 1928. Life, 
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Fraternal Actuaries Pacifi 
Meet at Chicago June 6 satan 
Fraternal Actuarial Assn. will med 1985. 
June 6 at the Edgewater Beach hot 
Chicago. Persons presenting pape 
and their topics are Alan Peters San 
Lutheran Brotherhood, “Mortality }y C 
vestigation of Lutheran Brotherhood’ at 
Henry F. Scheig, Aid Association fy 
Lutherans, “First Year Lapse Expeyj 
ence by Individual Agent”; Charles ¢ 
Dubuar, chief actuary, New York jp. 
surance department, “Uniform apy 
New York Fraternal Codes,” and WE ‘ 
Rulon Williamson, research actuary ‘ 


“A Matter of Life and Death.” 

Topics of current interest to be dis. 
cussed include policy issuing expense 
the variable annuity and endowmen 
premiums and values, and a new un 
form fraternal code. 


Aid Assn. for Lutherans 
to Boost Surplus Refund 











s 
A new and generally higher surply _" 
refund scale on Aid Assn. for uth. Mi 
erans life certificates issued since 194 IC 
will go into effect July 1. illustration Up 
booklets based on the new reiund scale 
and interest rate are being prepare L. 
for distribution to A.A.L. representa. spo! 
tives. simi 
- 
Mutual Benefit Names “1 
Sizer in Chattanooga a 
Mutual Benefit Life has opened§ goc 
a general agency at Chattanooga and S 
appointed Seth W. Sizer general agent.f ticu 
Mr. Sizer has been with National pee 
Life of Vermont in Chattanooga since incl 
he entered the business in 1948. Heis§ ant 
a CLU and Ist vice-president of Chat- plai 
tanooga Life Underwriters Assn. vic 
- = de 
Continental American Has : 
$34 Million in Force Ph 
At the close of its fourth fiscal year, as 


Continental American Life had $34 
million in force. The company began 
operation in 1952 with a staff of six 
in a one office headquarters in Hous- 
ton. Today, employes, agents and brok- 
ers number more than 350. 


North American of Chicago 


Sets New April Sales Record 

North American Life of Chicago set 
a new sales record in April with life 
production up 36% and A&S up 37% 
over April of last year. The company’s 
golden jubilee, to be held in Chicago 
in September, 1957, was credited with 
stimulating the field force to make new 
gains. April marked the beginning of 
the golden anniversary sales drive. 


during 





Indianapolis _ Life’s sales 























Royal Neighbors 





Promotes Miss Arnold 


Miss Jeanette Arnold, with the home 
office of Royal Neighbors for the last 
33 years, has been appointed to the 
newly created post of assistant field 
director. Miss Arnold will assist Miss 
Anna B. Spangler, field director, de- 








March were 21% over March a year 
ago, and volume for the first quarter | yy 
of 1956 is 20% ahead of the same | ap 
period a year ago. 
Si 
MANAGEMENT 
CONSULTANTS » w 
T! 
Consultants lif 
in Marketing and Management be 
: se 
for the Insurance Business St 
FRANK LANG and ASSOCIATES 
1 NORTH LA SALLE STREET C 
CHICAGO 2, ILL. FRANKLIN 2-2795 
sil 
m 
BOWLES, ANDREWS & TOWNE Cc) 
ACTUARIES E 
Insurance Company th 
Management Consultants ag 
RICHMOND ATLANTA NEW YORK H 
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Pacific Mutual Elects 


New Med‘cal Director 

Dr. John C. Talbot has been elected 
medical director of Pacific Mutual 
Life, succeeding Dr. Linford H. Lee, 
who died April 11. Dr. Talbot joined 
pacific Mutual in 1950, became as- 
sistant medical director the following 
year and associate medical director in 


1955. 













Sanderson Appointed 


at Champaign-Urbana 

Ellis P, Sander- 
son has been 
appointed general 
agent for India- 
napolis Life 
Champaign- 
Urbana, Ill. Mr. 
Sanderson has 
been in the life 
business for five 
years and recently 
returned to Cham- 
paign after work- 
ing several years 
in Springfield, II]. 
Prior to entering 
the life business, 
he sold other lines of insurance. 


Mich. Unions Ready to Set 


Up Own Hospital Plan 


LANSING—Formation of a union- 
sponsored hospital and medical plan 
similar to, and competitive with Blue 
Cross got a boost recently when the 
Michigan attorney-general ruled it is 
not necessary that members of the 
medical profession approve such plans 
or that a majority of the directors be 
doctors. 

Some of the Michigan unions, par- 
ticularly the automobile workers, have 
been critical of Blue Cross since it 
increased its rates recently, and it is 
anticipated they will present detailed 
plans for formation of their own ser- 
vice organization to the insurance 
department. 












E. P. Sanderson 








Phillips to Guardian 


Indianapolis Manager 


Guardian Life 
has appointed 
Samuel B. Phillips 
manager at Indi- 
anapolis. 

Mr. Phillips 
succeeds Clarence 
J. Schneider, 
manager since 
1944, who asked 
to be relieved of 
management du- 
ties in order to 
devote full time 
to personal clients. 
He will continue 
with the agency 
as associate manager. 

Mr. Phillips entered the business in 
1946 with United Benefit Life and 
Mutual Benefit H. & A. at Indianapolis 
and has been associate manager. 


fie 
S. B. Phillips 





Strickland Honored 


Ransom E. Strickland, Norfolk, Va., 
was named “man of the year” of 
Pacific Mutual’s field organization. 
The annual honor, based primarily on 
life application frequency, is sym- 
bolized by a plaque which was pre- 
sented at a luncheon in Norfolk. Mr. 
Strickland had 169 life cases. 





Combined Names Smith in Vt. 
_Charles J. Smith, Rutland, Vt., agent 
since 1938, has been appointed regional 
manager in Vermont for Combined of 
Chicago. 

Associated with him will be Percy 
Emrich, state agent, who will supervise 
the agency field activity. Mr. Smith’s 
agency services Vermont and New 
Hampshire. 
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Operating Results—Life Insurance Stocks-—at End of 1955 





















Approx. 
Market Compeny 
Price** No. of Shares 
189 Aetna Life (3,000)  ..............ccscccsscsccsreee 
72 Business Men’s Assur. (800) .. 
116 Colonial Life (100)... 
92 Columbian National Life (25 
2034 Commonwealth Life (1,500) . 
248 Conn. General Life (1,200) ........0..0.. 
139 Continental Assur. (1,600) ....... 
83 Franklin Life (2,602) ...... 
31% Gulf Life (2,000) .......... 
127 Jefferson Standard (2, 
1370 Kansas City Life (40) 
3678 Life & Casualty of Tenn. (3,333) .... 
122 Wh We OO Wei, (GUN oncss si asaxesccoasescnscccsivasviess 
215 Lincoln National (2,000) .. 
88 Monumental Life (600) ...... 
87 National Life & Accident | 
115 Southland Life (300) ........ccccccceeeees 
110 Southwestern Life (750) 
772 MOREE (BTGIDD  cncisicnscssssessnsenicscccessesseee 
151 U. S. Life (250) 
52 West Coast Life (400) oo... 


Average 21 Companies 


* Includes estimated equity in life insurance in force calculated at 1.5%, 








EARNINGS. —BOOK VALUE— -—DIVIDENDS— 
Rept. Gain Adj. Gain Chng. Adj. Indic. 

From Oper. From Oper.* Gain-1955 Dec. 31, 1955 Annual Approx. 
1955 a “ 1954 Over 1954 Reported} Adjusted+* Rate Yield 
$ $ Te $ $ % 
11.34 13.29 15.41 16.23 — 5.1 106.43 153.53 3.40 1.8 
3.48 3.65 5.79 5.52 4.9 27.70 45.77 0.50 0.7 
6.16 6.35 10.82 10.52 2.9 43.04 94.21 1.00 0.9 
4.87 5.76 6.26 7.34 ~14.7 66.98 93.66 2.00 2.2 
1.30 1.05 2.09 1.72 21.5 8.33 15.80 0.20 1.0 
12.67 12.32 20.38 18.36 11.0 123.94 178.29 1.80 0.7 
3.76 3.99 6.24 6.02 3.7 28.94 43.87 1.00 0.7 
2.83 2.40 4.41 3.69 19.5 12.82 24.51 0.50 0.6 

1.43 1.51 1.97 1.94 1.5 12.89 18.12 0.50 1.6 * 
5.20 5.20 6.82 6.54 4.3 52.39 68.97 1.25 1.0 

86.53 96.75 110.38 112.18 — 1.6 713.51 1132.69 6.00 0.4 
1.71 1.25 2.09 1.65 26.7 12.72 17.28 0.60 1.6 
5.17 7.07 9.03 9.88 — 8.6 63.97 102.93 2.40 2.0 

15.52 (a) 13.93 (a) 18.39 (a) 16.84(a) 9.2 105.19 150.28 1.40 0.7 
4.47 5.15 5.73 5.92 — 3.2 38.92 57.23 1.40 1.6 
5.21 4.32 6.86 5.73 19.7 31.47 51.72 0.60 0.7 
3.93 3.55 7.34 7.50 — 2.1 42.81 85.35 1.35 1.2 
6.43 6.18 8.25 8.01 3.0 70.98 94.07 1.60 1.5 
5.23 6.66 6.27 7.48 —16.2 50.61 63.79 1.00 1.3 
3.85 5.10 9.34 11.78 —20.7 26.30 61.60 0.50 0.3 
3.10 2.35 4.10 3.84 6.8 16.86 29.21 0.50 1.0 

3.0 1.1% 


1. 0° and 0.5% of ordinary, industrial and group life insurance, re- 


spectively. Also includes equity in unearned premium reserves (c alculated at 35%) of those companies writing accident and health insur- 


ance. 


+ In addition to policyholders’ surplus. includes various contingency and voluntary reserves. 
‘a) Includes increases in various voluntary reserves equivalent to $4.(5 and $3.29 a share in 1955 and 1954, respectively. 


+s 


As of April 24, 1956. 








Hold Conferences on New 
CLU Program in 6 Cities 


Conferences have been held in San 
Francisco, Dallas, and Philadelphia to 
familiarize CLU educational chairmen 
in those areas with the revised CLU 
curriculum on which 1957 examina- 
tions wil) be based. The new curricu- 
lum was described in THE NATIONAL 
UNDERWRITER for April 20. Conferenc- 
es will also be held in Chicago May 7- 
8. Cleveland May 10-11, and Atlanta 
May 21-22. Regional directors of Amer- 
ican Society of CLU are also attending. 
Guests include officers of nearby life 
companies, training directors, and of- 
ficers of local CLU chapters, life un- 
derwriter associations, and managers’ 
associations. 


Union Mutual Appoints 
Corgiat Group Manager 


Union Mutual Life has appointed 
Michael Corgiat regional group mana- 
ger at Chicago to supervise activities 
in Illinois, Ohio and Michigan. He for- 
merly was in the group sales depart- 
ment of Lumbermen’s Mutual Casualty 
and in claims and group sales for 
Washington National. 





Travelers Names 11 


Travelers has made these life and 
A&S appointments: 

Thomas R. Snyder, Charles E. Porter 
Jr. and Glenn A. Smith become field 
supervisors at Reading, Pa., San Diego 
and Pittsburgh, respectively. 

Donald R. Lurndahl, Alan C. John- 
son, John B. Nichols III, Thomas R. 
Potter, W. Robert Seitz, Andrew S. 
Behrends and E. Karl Anderson be- 
come agency service representatives 
at St. Paul, Hartford, Louisville, Cin- 
cinnati, Miami, Lubbock and Dallas, 


respectively. 
Russel G. Ordway, agency service 
representative at Minneapolis, has 


been transferred to Indianapolis. 








Top Dollar Value 


in a Jefferson Standard policy 


Insurance buying Americans want top value for their 
life insurance dollars . . . and Jefferson Standard’s Mr. 
4% sells insurance protection with higher future income 
. .. at no increase in cost to the policyholder. Jefferson 
Standard, now guaranteeing 212%, pays 4% on policy 
proceeds left on deposit to provide income. 4% is the 
highest rate of interest paid by any major life insurance 
company .. . another BIG PLUS enjoyed by Jefferson 


Jelierson Standard 


LIFE INSURANCE COMPANY 


=m 
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STANDARD LI 


INDIANAPOLIS, 


TIRED OF THE BACK SEAT 
DRIVE ? 


FE INSURANCE CO. of IND. 


INDIANA 


PP ah 


If you are fed up with just “riding along” why 
not get behind the wheel of your own agency? 
Many a man in our organization is finding it easy 
to operate an independent agency in his home- 
town. With your own agency you'll call the turns 
—and increase your earnings. Write me for in- 
structions on how to get on the Road to Success. 


Wary VU. Wade, President 


GENERAL AGENCIES OPEN IN Arizona * 
Illinois * Indiana « 
Pennsylvania « 








California * Delaware 


Florida * Georgia * Kentucky * Maryland 
Michigan * Missouri ° 


Texas ° 


New Mexico °* Tennessee 


Virginia + West Virginia 
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Agent Job Satisfaction 
Subject of LIAMA Survey 


(CONTINUED FROM PAGE 7) 
ber of agents who derive very little 
satisfaction in this area also increases. 
This would indicate that after the sec- 
ond year, attitudes begin to crystallize 
at either one or the other of the ex- 
tremes, the study observes. Job securi- 
ty as a satisfaction factor tended to in- 
crease sharply with increasing length 
of service. Only a very small number 
of agents with less than a year’s serv- 
ice checked items in the job security 
category as sources of satisfaction. 
LIAMA points out that this factor does 
not indicate that agents are not nec- 
essarily seeking job security. 

“Freedom” as a satisfaction source 
proved not to be significantly related 
to length of service. “As opposed to the 
other factors, the factor of freedom 
may possibly be a characteristic of the 
kinds of people who enter the insur- 
ance business rather than being a job 
reward that is acquired (or lost) after 


a period of time on the job,” the report 
notes. 

Selling and prospecting activities as 
a source of satisfaction show an inter- 
esting trend. It seems that satisfaction 
in this area tends to drop off as the 
agents become more experienced. This 
may indicate, according to LIAMA, 
that they lose interest in selling per se 
and begin to derive their major satis- 
faction from involvement in the more 
technical aspects of life insurance. 

The companies contributing to the 
survey were Bankers Life of Nebraska, 
Connecticut General, Connecticut Mu- 
tual, Minnesota Mutual, Mutual of 
New York, National Life of Vermont, 
New York Life, Northwestern Nation- 
al, Penn Mutual, Phoenix Mutual and 
Prudential. 





North American L. & C. Passes 
Half Million in Force Mark 

North American L. & C. has passed 
the $500 million mark in insurance in 
force. This is a 100% increase in three 
years. 








WANT ADS 








to make payment in advance. 





Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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VICE PRES. A & H SALES 


Why Freeze in Winter—Roast in Summer? 
Why not work in Hawaii where Springtime is 


Year-Round and cost 
with where you are? 



















| AND—THE PAY’S GOOD TOO! | 


Young, Aggressive, financially solid company offers finest opportunity of 
a decade to top grade ambitious hard-hitting man to take full charge 
of promoting A & H in finest territory in the U. S. Must be 30 to 45, ex- 
perienced with solid record of achievement. Must be capable of organiz- 
ing, training, supervising sales-manpower. DON'T ANSWER unless you 
include complete personality and experience background in first letter. 


Personal photo appreciated. Write at once in confidence to The National 
Underwriter Co., Box M-47, 175 W. Jackson Blvd., Chicago 4, Ill. 








of living comparable 














For an able and experienced Life 
Insurance Agent who can hire, train 
and develop men into producers, 
we offer an old fashion General 
Agency Contract. Top pay for Top 
performance. Salary and commis- 
sion. Write your experience to James 
C. Wabel, Agency Vice Pres., 740 
Des Moines Bldg., Des Moines, la. 


CHICAGO ATTENTION: LIFE COMPANIES 
General Agency or Managership desired in 

GENERAL AGENCY Florida or far West. Twenty years experience in 
OPPORTUNITY selling and managing both in Life Insurance 


and Accident and Health. L.!.A.M.A. graduate. 
Write Box M-6, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








ACTUARIAL OPPORTUNITY 


Management position with nation-wide actuar- 
ial and pension consultant firm. Desire a Fellow 
in the Society of Actuaries for position of Res- 
ident Actuary of Detroit office. Reply in confi- 
dence giving personal data, experience and 
salary requirements. Box M-42, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ROCHESTER OFFICE 


For rent ground floor, modern bldg. Monroe 
Ave. near new Metropolitan Life office. Approx. 
5000 sq. ft. with parking just outside your door. 


Fenyvessy, 85 Main St. W. 
Rochester 14, N. Y. 


INDIANA 
State Agency 
Qualified Sincere man can control his 
destiny with great opportunity with strong 
life company. Financial backing. Promo- 
tional material. Write fully to Box M-43, 
c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








GENERAL AGENCY—CHICAGO 


Major Life Agency will be started for top-notch 
qualified man. Eastern Co. Fully vested con- 
tract plus substantial cash, leads, etc. Nothing 
missing in our offer to right man. Replies con- 
fidential. Box M-41, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











BALTIMORE 
MANAGERIAL OPPORTUNITY 
Eastern Company offers opportunity for last 
change to man who can really build. Every 
kind of ist ilable. All forms financ- 
ing, recruiting, training and lead programs. 
Unlimited growth probable. Write fully. Box 
M-46, c/o The National Underwriter Co., 175 

W. Jackson Blvd., Chicago 4, Ill. 
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Pan-American Appoints 
Murray GA at Mobile 


Pan - American 
Life has appointed 
Jesse C. Murray 
general agent at 
Mobile. 

Mr. Murray en- 
tered the business 
with Pan-Ameri- 
can in 1954 at 
Lake Charles, La., 
and later trans- 
ferred to Mem- 
phis. He has been 
with Jefferson 
Standard Life in 
Memphis for a 
year. 





J. C. Murray 





Mutual Benefit Names 


Brown President's Aide 


Chauncey A. Brown has been ap- 
pointed assistant to the president of 
Mutual Benefit Life to succeed Allen 
H. Stoecker, who will join the Gui- 
bord agency in Newark. 

Mr. Brown joined the company in 
1932, was named an officer in 1950 
and has been assistant manager of 
the purchasing department. 

Mr. Stoecker, who joined in 1953 
as assistant to President H. Bruce 
Palmer, will work in the sales man- 
agement training program. 





Equitable Ordinary up 
12.6% in First Quarter 


Equitable Society’s ordinary sales 
in the first quarter hit a record $378,- 
339,000, up 12.8%. Sales were up 
12.8% in January, 19% in February 
and 7.9% in March. A record 51,695 
ordinary policies were issued in the 
quarter, up 8%. 


Another Mont. Candidate 


O. M. Woolverton of Helena has 
filed for nomination on the Democratic 
ticket for Montana state auditor and 
insurance commissioner. For eight 
years Mr. Woolverton has been chief 
clerk of the state fish and game de- 
partment and earlier he was with the 
Associated Press at Helena. 

In the Democratic primary he will 
compete with the incumbent, John J. 
Holmes, who has had the office since 
1933. Alex Cunningham, an agent at 
Helena, has filed for the nomination 
on the Republican ticket. 








Cite Company Magazine 


Pacific Mutual Home Office News, 
the employe’s magazine of Pacific Mu- 
tual Life, won top place recognition in 
the field of community welfare activi- 
ties in Los Angeles. The award was 
made by the industrial and special 
press committee of the Welfare Fed- 
eration for Los Angeles area. The mag- 
azine was cited for its outstanding pro- 
motion and publicizing of the 1955 
Community Chest campaign. The pub- 
lication is edited by Helen Olson, who 
also is supervisor of the writing divi- 
sion of Pacific Mutual. 





Union Mutual Names District 
Managers at Grand Rapids 


Union Mutual Life has appointed 
Gerald L. Cunningham and David C. 
Muzzall co-district managers at Grand 
Rapids, with offices at 101 Federal 
Square building. They are connected 
with the Saginaw agency. Mr. Cun- 
ningham has been with Frudential. 
Mr. Muzzall has been with Equitable 
Society and Prudential. 





Ohio National Promotes Costello 

W. C. Costello, formerly manager of 
policyholders service and accounting 
departments for Ohio National Life, 
has been promoted to assistant comp- 
troller. He has been with the company 
for 22 years. 











Organize Three NALU 
and Three GAMC Units 


McComb County Assn. of Life y; 










derwriters has been formed at Mo plan 
Clemens, Mich., Central Michi subst 
Assn. of Life Underwriters at Mo Ge 
Pleasant and Suburban Mary Color 
Assn. of Life Underwriters in “ t 
Maryland suburbs of Washin the 





D. C. They are affiliated with Nation; 
Assn. of Life Underwriters. 

Local General Agents & Managey 
Assn. have been organized at Fo 































































Lauderdale, Yakima, Wash., and Wich— “we’ 
ita Falls, Texas. Presidents are B. yj per 
Stewart, Independent Life & Accidem§ yith 
John E. Velton, Metropolitan Life, ang... oe 
W. V. Edwards Jr., American Generp 1° 
Life, respectively. They are affiliatgp ‘to 
with General Agents & Managers Cop. woul 
ference of NALU. ee 
= = Mut 
N. E. Life Appoints rece 
Volkman at Fresno tors 
New England Life has appointe pone 
Raymond S. Volkman manager gf ™ 
Fresno to succeed Arthur F. Renning date 
who will remain with the agency anjg tect 
devote his time to personal clients. Mrg the 
Volkman has been with the compamg tion 
at Salt Lake City since 1952. Dire 
LIA 
Harrison Heads Nashville pe 
. a a 
Office of Lincoln Nat'l NA 
thir 
Lincoln Nation- 
al Life has ap. D 
pointed Thoma mu 
M. Harrison gen-— NA 
eral agent at Nash-f to | 
ville. Mr. Harrisonf ing 
entered insurancef ed 
in Tennessee inf to: 
1945 and has haif ney 
sales, manageriaf aq ] 
and home offic Ro 
experience. to 
T. M. Harrison me 
age 
Dinner Dance at Dallas ; 
Dallas Assn. of A&H Underwriters or 
honored Clifford E. McDonald, Inter- 
national Fidelity, president of the In- Ge 
ternational association, with a dinner of 
dance. There were approximately 150 Inf 
members attending. de 
J. Frank Smith, Southland Life, ni: 
president of the Dallas association, was di: 
in charge of the first part of the pro-f pe 
gram, and introduced the retiring and 
new officers of the local organization. 
R. L. McMillon, Business Men’s As- 5 
surance, Abilene, handled the second [ 
part of the meeting, introducing the 
past presidents of the state association 
and the newly elected officers. 
Commonwealth Life Erects 
Beacon Atop Skyscraper Home 
A powerful revolving aircraft beacon 
generating over 450 million candle- 
power and visible as far as 115 miles 
is now in operation atop the 21 story 
home office of Commonwealth Life at 
Louisville. The beacon, which weighs 
a ton, is mounted in a “U” shaped 
yoke on a 20 foot steel tower. The 
powerful light, 5 feet in diameter, 
revolves at the rate of 1 sweep per 
minute. The beacon and tower have 
been engineered to withstand winds 
up to 120 miles per hour. 
Hancock Adds Office at Memphis 
John Hancock has opened a district 
office at 1399 Airways boulevard in 
Memphis and appointed Robert D. 
Flowers district manager. Assistant 
district managers are Richard A. Ross 
and Paul A. West, who have been at 
Stamford, Conn., and St. Louis, re- 
spectively. Mr. Flowers joined the com- 
pany at Akron in 1949 and has been 
east central regional supervisor since L 
1953. 
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New England Managers 


Elect Franklin Pierce 
(CONTINUED FROM PAGE 1) 

plan has improved the production of a 

substantial number of agents. 

Gen. Robert Cutler, chairman of Old 
Colony Trust Co. of Boston, expressed 
the hope that federal disclosure legis- 
lation to prevent welfare fund abuses 
would not require the furnishing of 
detailed reports to every employe cov- 
ered because if that were to happen 
“we'd all better buy International Pa- 
per common.” Filing the information 
with a central bureau would be suf- 
ficient, he opined. He hoped that if ad- 
ditional agencies required filings they 
would settle for copies rather than 
setting up special specifications. 

Winslow S. Cobb Jr., Connecticut 
Mutual, Boston, reported on the con- 
ference with college placement direc- 
tors in the Boston area. As a result, 
these directors will be able to do a 
much better job of screening candi- 
dates and will give the life insurance 
recruiters a better time spot, early in 
the year instead of just before gradua- 
tion. He read a letter from Managing 
Director Charles J. Zimmerman of 
LIAMA expressing gratification at the 
results and at indiciations that General 
Agents & Managers Conference of 
NALU wants to do the same sort of 
thing on a national basis. 


David B. Fluegelman, Connecticut 
Mutual, New York, past president of 
NALU, emphasized the need for agents 
to have an evangelical zeal about sell- 
ing life insurance. Recently he appoint- 
ed one of his veterans, Louis J. Fink, 
to use part of his time to indoctrinate 
new agents with this spirit. Mr. Fink, 
a life member of the Million Dollar 
Round Table, is 71 years old and wants 
to take things a little easier. Another 
member of the staff will teach the 
agents the fundamentals. 

Inveighing against group insurance 
for high limits per life, Mr. Fluegelman 
said he had written to the president of 
General Motors asking him if, in view 
of the recently written policy provid- 
ing up to $100,000 on General Motors 
dealers, the company wouldn’t recog- 
nize NALU as a group entitled to fleet 
discounts in buying cars for its mem- 
bers. There was much applause for 
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Celebrating its SIXTY-FIFTH 
year of professional insurance 
guidance and service to the 


people of New England. 


























this disclosure. Mr. Fluegelman ex- 
pressed no sympathy for the plea by 
insurers that if they don’t write these 
high group limits some other company 
will, 

Francis L. Merritt, director of train- 
ing of Mutual Benefit Life, said there 
are at least five basic factors in devel- 
oping an agent and the neglect of any 
one of them may stymie his success. 
There is often too much emphasis on 
a single factor. 

Robert W. Boas, John Hancock, West 
Roxbury, Mass., association president, 
conducted the first day’s_ session. 
Franklin F. Pierce, Mutual Benefit 
Life, Springfield, Mass., the incoming 
president, presided the second day. 





Says Insurer Tax Boost 
Would Hurt Small Saver 


(CONTINUED FROM PAGE 1) 
policyholders for the payment of life 
insurance premiums. That government 
forgives individual policyholders much 
more in the form of such deductions 
than it levies upon them in taxes 
through their life insurance companies. 
Thus, in Great Britain, because of full 
appreciation of the great social bene- 
fits which flow from life insurance, 
policyholders are given a positive tax 
incentive to save money for the pro- 
tection of their families. 

“The same social benefits are ob- 
tained in this country. Why should the 
philosophy of government differ? It 
would seem that encouraging those of 
average and under-average means to 
guard against leaving their families in 
peverty and thus making their chil- 
dren public dependents would be sound 
public policy here also. I think that it 
is our duty to warn the policyholders 
of the nation of this reported threat to 
whittle down their life insurance by 
adding to a tax burden already high 
and thus increasing appreciably the 
cost of family protection in the United 
States.” 


State Mutual Appoints 


Manager in Garden City 


State Mutual Life has appointed 
Basil G. Gillespie manager at Garden 
City, N. Y., to succeed Irvin A. Davies 
who died a few months ago. 

Mr. Gillespie joined the company 
last year as assistant manager. He had 
been with Aetna Life. 





W. S. HORNE, a director of Great 
Southern Life and with the company 
since its beginning in 1909, died of a 
heart attack at the home of his brother 
in New Orleans. Mr. Horne started 
with the company as a bookkeepr, be- 
came assistant secretary and cashier in 
1920, assistant treasurer and assistant 
secretary in 1921 and secretary in 
1923. In 1935 he was elected vice- 
president, a director, and member of 
the executive committee. Ill health 
forced his retirement in 1952, but he 
continued as a director. 





A. THOMAS LEHMAN, 60, vice- 
president-actuary and secretary of Un- 
ion Mutual Life, died unexpectedly of a 
heart attack at his home in Cape Eliza- 
beth, Me. He joined the company in 
1934 after serving in actuarial capaci- 
ties with North American Life & Cas- 
ualty, the former Standard Life of 
Pittsburgh and the former Detroit Life. 
He had been state secretary of Indiana 
insurance department, examiner and 
assistant actuary of Iowa department. 
He was a fellow of Society of 
Actuaries. 


Program Finalized for 


Actuaries’ Chicago Parley 


(CONTINUED FROM PAGE 2) 


the purchase of stock? To what extent and 
under what conditions are the latter requested 
in connection with directly placed loans? 


The A&S discussion will treat: 

A. What progress has been made in offering 
A&S and hospitalization benefits (A) to those 
over age 65, (b) to the physically impaired, 
(c) in rural areas, and (d) to the lower income 
groups? 

B. Can mass distribution methods be found 
to provide sickness benefits to the rural 
areas or the low income groups? 

C. Will the formation of a risk sharing pool 
encourage the extension of benefits to these 
groups? 

D. What has been the recent experience 
with individual major medical policies? 

E. What can the insurance associations do 
to collect morbidity data or other information 
which will be needed by companies desiring 
to offer new forms of A&S or coverage to 
risks not previously considered insurable 
because of age or health? 

General topics to be discussed are: 

A. What variations in policy forms have 
been established for writing ordinary business 
for pension or profit-sharing plans? Are 
there special circumstances in which these 
plans may be offered without requiring 
individual evidence of health? What modi- 
fications are made to cover the uninsurable? 

B. Is there any substantial demand for 
plans which provide a monthly income to 
the end of a fixed period from the date of 
issue (family income without basic policy)? 
For what purposes are such policies sold? 
How can the cost for the coverage of such 
plans be kept consistent with the cost on 
level term plans? 

C. Has the plan of insurance issued at 
juvenile ages in which the amount of pro- 
tection quintuples at a certain age resulted 
in increased sales of juvenile insurance? Has 
this plan caused a shift from plans previously 
sold? What advantages have been found in 
the variations which this basic plan has taken? 

D. Is varying dividend rates by size of 
policy a better approach for a participating 
company in order to reflect expense savings 
that occur on larger policies than grading the 
gross premiums by size of policy? What 
legal and practical problems are involved in 
grading dividend rates by size of policy? 
the variations which this basic plan has taken? 

E. What are the advantages and disad- 
vantages of plans under which a policyholder 
purchases a policy and borrows part of the 
premiums, e.g., “bank loan plan” and “split 
dollar plan’’? 


Growth problems to be discussed at 
the smaller company forum: 

A. Is the competitive position of smaller 
companies improving or declining as compared 
to that of the larger companies? 

B. In this situation, to what extent do the 
following factors affect the position of the 
smaller companies? 1. Difficulties in obtaining 
and keeping agents 2. Lack of national ad- 
vertising and publicity 3. Mass production 
techniques 4. Direct placement investments 
5. Multiple line operation 

C. Have the following developments worked 
against smaller companies? 1. Anti-trust 
regulation 2. Unionization 3. Large number of 
new companies 

D. What other factors are involved? 

Smaller company forum on market- 


ing will treat: 

A. What new trends in marketing insurance 
are in prospect for the future? 

B. What are the prospects for life insur- 
ance to be marketed jointly with fire, casualty, 
and other lines? 

C. What new trends or innovations are 
showing up in the field of agency compen- 
sation? 

D. Is there a trend toward payment of 
premiums on a monthly basis? What new 
methods have been devised for handling 
monthly business? id 

Discussion of electronic machines 


will treat: 

A. What progress is being made in the 
application of electronic data processing 
machines to smaller company operations? 

B. What considerations are important in 
deciding when the application of electronic 
data processing machines will be economical? 

The premium differentials dis- 
cussion will include: 

A. Is gradation of premium rates by policy 
size feasible or desirable? How can it be 
done in view of state laws now on the books? 
Has any model legislation been proposed to 
to permit it? 

B. Is it practical to give lower premium 
rates to females? What problems are encoun- 
tered, and how can they be met? 





Farrant to Consulting Firm 


Maurice H. Farrant, formerly man- 
ager of the pension department of Oc- 
cidental Life of California, has joined 
Coates, Herfurth & England, consult- 
ing actuarial firm, at San Francisco. 
Mr. Farrant is a fellow of Society of 
Actuaries. 

Besides San Francisco, Coates, Her- 
furth & England has offices at Los 
Angeles and Denver. 





a quality business!" 


H. P. SKOGLUND, President * 





"We like the recommendation somebody 
once made-—-if you can't put fire into your 
sales talk, put your sales talk in the fire. 


"Speaking of fire, North American 
field underwriters are really fired up 
over that new non-—can S&A policy of ours—— 
the contract that's guaranteed renewable 
to 65. It's the old story all over 
again—-it takes quality tools to build 


NORTH AMERICAN 
Fife and Casualty Zampany 


HOME OFFICE: MINNEAPOLIS, MINNESOTA 


J. E. SCHOLEFIELD, Vice President—Director of Agencies 
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Sales Ideas That Work 


Don’t Swap Field-Tested Sales Talks for 
Inspirations of the Moment: Anderson 





It’s true that leadership qualities 
play an important part in the success 
of an organization, 
but there are a 
number of areas in 
life insurance sell- 
ing where agents 
would do well in- 
stead to practice 
the art of “follow- 
ship,” said Ken- 
neth L. Anderson, 
staff editor of In- 
surance R&R, at 
the 3-day annual 
sales caravan of 
New York State 
Assn. of Life Underwriters at Buffalo, 
Syracuse and Saranac Lake. 

Mr. Anderson defined the art of fol- 
lowship as “the assimilation of expe- 
riences of others and the adoption of 
proven principles and practices for 
one’s own benefit and the benefit of 
society as a whole.” In other words, it 
is being smart about doing the good 
things the other fellow has done and 
refusing to imitate his stupid and cost- 
ly mistakes. 

Agents should practice more follow- 
ship in prospecting, he said. Contrary 
to instructions early in their careers, 
they fail to build nests, use center-of- 
influence and endless chain prospect- 
ing and take advantage of personal 
observations. But if these methods are 
good enough for the leaders, they cer- 
tainly should be good enough for the 
others. 

Some agents fail to learn selling 
techniques through observation and 
experience. They should separate the 
selling process into its component parts 
and learn each thoroughly. The big 
producers organize and learn their 
sales presentations. Agents are taught 
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K. L. Anderson 








Suggests Sales Talk 
“Warm Up” Prior to Calls 


The biggest mistake too many agents 
make is “warming up” on their best 
prospects, Floyd Rosenfelt, general 
agent, Connecticut Mutual Life, Tole- 
do, told members of the Indianapolis 
General Agents & Managers Assn. 

“An agent usually starts out the day 
calling on his best prospects,” Mr. 
Rosenfelt pointed out. “By the time he 
is warmed up to this presentation, he 
has usetl up his good prospects and 
reaches his peak just when he starts 
on his poorer prospects.” 

Mr. Rosenfelt recommended regular 
“warm up” drill and rehearsal before 
the first calls of the day. “Take a tip 
from actors,” he suggested. “They don’t 
do their practicing in front of an audi- 
ence. They warm up beforehand so 
they appear only at their peak.” 





Insurance Editor Addresses 


Bloomington (Ill.) Agents 


Donald A. Baker, managing editor of 
Insurance Salesman, told Bloomington 
(Ill.) Life Underwriters Assn. that 
“We are treading on dangerous ground 
when we concentrate our efforts too 
much on fancy plans and big face 
value sales to the higher income brack- 
et and leave the low and medium-in- 
come families unprotected.” If the low- 
er income brackets are neglected, he 
warned, “we can expect the federal 
government to step in with another 
giveaway program—paid for out of 


general taxation, of course.” More than 
60 members of the Bloomington asso- 
ciation heard the talk. 





organized talks when they enter the 
business, but after a while they add 
their own embellishments which may 
cause a loss in effectiveness. 

“T don’t mean that what was good 
enough for grandfather is good enough 
for us—but I do contend that too many 
agents swap field-tested sales presen- 
tations for inspirations of the moment 
and they lay clinkers all over the pros- 
pect’s office,’ Mr. Anderson asserted. 

Agents should follow the successful 
producers and organize their work 
habits. Many spend too much time on 
little unprofitable pieces of business. 
They must put a premium on their 
time and make it pay. 

Agents should watch their personal 
habits because few people buy some- 
thing as important as life insurance. 

“If you aspire to leadership, go to it. 
But whether or not you would lead, 
remember first you must learn to fol- 
low. And good followship is just as 
difficult as good leadership.” 








Agents Must Help Guide 


Lawmakers: Pritchard 


“It is the agents responsibility to 
take an interest in all legislation af- 
fecting the life insurance business,” 
O. D. Pritchard, manager of Union 
Central Life at Indianapolis, chairman 
of the state law and legislation com- 
mittee of National Assn. of Life Under- 
writers, told the Cincinnati association. 

“While legislators know politics bet- 
ter than life insurance men, we know 
more about our business than they do. 
Few politicians are capable of voting 
intelligently on a complex insurance 
bill and a hodge-podge of legislation 
would result if insurance men were 
not present at legislative sessions.” 

Commenting on trends in law mak- 
ing, Mr. Pritchard said that a number 
of cities now require licenses for com- 
panies, general agents and agents. One 
general agent paid $1,100 for such tax- 
es in a year, and the system can con- 
tinue to spread. Some cities are now 
collecting a municipal premium tax 
ranging up to 242% of the first year’s 
premiums. Agent examinations are re- 
quired in 34 states and these must be 
properly administered. Legislation is 
needed to eliminate the tontine prin- 
ciple in life insurance policies in cer- 
tain southern states and some areas 
need regulatory legislation regarding 
the organization and promotion of new 
companies, he stated. 

Agents should back NALU spon- 
sored legislation and take the respon- 
sibility of acquainting their legislators 
of the position life insurance holds in 
the nation’s economy, he condluded. 


U. S. Life Ordinary 
Sales up Record 24.7% 


U. S. Life ordinary sales in the first 
quarter were a record $24 million, up 
24.7%. A&S premiums were up 34.4%. 
Insurance in force rose to $864 mil- 
lion, up 21%. 


Oakland-East Bay Agents 


Slate Annual Sales Forum 


Oakland-East Bay Life Underwrit- 
ers Assn. will hold its annual sales for- 
um May 17 at the Hotel Claremont, 
Berkeley. A program of inspirational 
educational talks and’ panel discussions 
is expected to draw an attendance in 
excess of 500. 

Among the speakers will be Robert 
W. Osler, vice-president of Rough 
Notes Co., and R. L. MecMillon, Busi- 
ness Men’s Assurance, Abilene, Tex., 


who will give a motivating talk en- 
titled “Penetrating Oil.” One of the 
highlights will be two panels composed 
of members of the Million Dollar Round 
Table. Participants, all from Oakland- 
Bay area, are Edgar M. Kelly, Pru- 
dential; Roger Willis, Northwestern 
Life; Robert Maltby, New York Life; 
Howard Sprague, New York Life; Rich- 
ard R. Stewart, New York Life; Ben 
Silver, New York Life; Gordon Max- 
son, Penn Mutual Life, and Douglas 
Boswell, New York Life. 





Northwestern Mutual 
Mortgage Men to Meet 


Forty-four mortgage loan represen- 
tatives of Northwestern Mutual Life 
will convene at the home office May 
14-16 to explore problems of invest- 
ments in farm, residential and urban 
business properties. Northwestern Mu- 
tual’s mortgage loan and real estate 
investments now total approximately 
$1,100,000,000, and the company ex- 
pects to acquire another quarter of a 
billion in new mortgage investments 
during 1956. 





Lutheran Mutual Agents 


Honor President Voecks 


Lutheran Mutual Life agents hon- 
ored President Walter G. Voecks dur- 
ing April by writing a record $4,422,- 
633 in new business. April was desig- 
nated president’s month in honor of Mr. 
Voecks’ birthday, April 28. On April 
30, a total of $591,158 was written, the 
— production ever for a single 

ay. 

Since the first of the year Lutheran 
Mutual’s new business has amounted 
to $17,417,188, a 39.5% increase over 
the same period last year. 


400 Attend Conference 


of Manufacturers Life 


Manufacturers Life held a 5-day 
educational conference at Edgewater 
Park, Miss., for 400 agents, who quali- 
fied for Senior Production Club, and 
their families. 

Speakers included President G. L. 
Holmes; Holgar J. Johnson, president 
of Institute of Life Insurance; L. A. 
Alleson, agent at Durban, South Africa, 
and producers and head office men 
who took part in forums. Business ses- 
sions were conducted by A. Kinch and 
K. G. McNab, agency vice-presidents. 








Mass. Mutual Appoints 
Schwandt at Sioux City 


Massachu- 
setts Mutual Life 
has appointed 
Herbert A. 
Schwandt general 
agent at Sioux 
City to succeed 
John R. Rinkle, 
who will head the 
new agency. at 
Appleton, Wis. 

Mr. Schwandt 
joined the compa- 
ny at Omaha in 
1946. He is chair- 
man of the educa- 
tion committee of 
National Assn. of Life Underwriters 
and was first class president of Omaha 
Life Underwriter Training Council. 
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H. A. Schwandt 








Name Maclver Secretary 


to Hancock Committees 


Kenneth F. MaclIver, assistant sec- 
retary of John Hancock since 1950, 
has been named secretary to the fi- 
nance, equity and investment policy 
committees. He has been with the 
company for 27 years and has served 
on the joint committees on social se- 
curity of American Life Convention 
and Life Insurance Assn. of Ameri- 
ca. 





Rufus E. Fort Jr., vice-president of 
National Life & Accident, who wa; 
elected chairman of LIAMA’s com. 
bination companies committee at the 
3-day spring conference in Washing. 
ton, D. C., is shown (at right) discuss. 
ing this year’s program with David 
F. S. Sohnsou, (a+ left) vice-president 
and manager of agencies of Interstate 
Life & Accident, and Donald Bramley, 
senior consultant of LIAMA. 








Jeff. Standard Sales 
up 13.2% in Quarter 


Jefferson Standard Life sales in the 
first quarter totaled $53,281,338, up 
13.2%. Insurance in force amounted 
to $1,483,112,047, a net gain of $31,668,- 
000 for the quarter. 





Franklin Life Names 


Boston General Agency 
Boylston agency 
of Boston has been 
appointed general 
agent for Franklin 
Life, and Hovey 
Eordekian has 
been named man- 
ager of the agen- 
cy’s newly formed 
life department. 
Mr. Eordekian has 
been in the life 
business in the 





Hovey Eordekian 


the past five years, 





Washington National 


Names Cox at Houston 


Washington National has appointed 
Roy Cox Jr. general agent at Houston. 
Mr. Cox, who entered insurance i0 
years ago, was formerly with Pru- 
dential and Guardian Life at Houston. 
He has sales and managerial experience 
in both the life and A&S fields. 


Northwestern National 


Raises 3 at Home Office 


Robert F. Preston, 2nd vice-presi- 
dent of Northwestern National Life, 
has been named director of research 
for new policies. Rolland F. Hatfield, 
formerly executive assistant, is now 
manager of the pension and tax de- 
partment, and James P. Smith has 
been named associate actuary for 
group and pensions, succeeding Mr. 
Preston. 


Security L.4A. Appoints 


Kruse GA at Amarillo 


Security Life & Accident has ap- 
pointed Mel C. Kruse regional manager 
and general agent for Amarillo and the 
Texas Panhandle. Mr. Kruse entered 
insurance in 1947. He is a past president 
of Amarillo Life Underwriters Assn. 
and currently is a director of Texas 
General Agents & Managers Confer- 
ence. 








Boston area for | 








e 


\ | 








1,668,- 


agency 
is been 
reneral 
‘anklin 
Hovey 
has 
man- 
agen- 
ormed 
tment. 
an has 
e life 
. the 


a for | 


years, 





Bankers Life 
Of Nebraska's 


"Pentathlon 
—>% Payoff ” 









ota ti 
. 


The big field event each 
year for Bankers Life of 
Nebraska field men is the 
Company's Anniversary 
Campaign honoring the 
ae” founding in May 
887. 


This year it’s the 
“Pentathlon Payoff.” The 
“Pentathlon Payoff’ will offer 
Company representatives an 
additional incentive in test- 
ing their selling perform- 
ance, and will enable them 
to enjoy extra “Payoffs’’ for 
doing superior work during 
the Campaign. 





SINCE 18870 
HOME OFFICE 
LINCOLN 








producers, wrote $6,571,377. 

Five AAL agents had over $1 
million 1955 production. Four- 
teen more had over $750,000. 
Eighty-one more had over 
$500,000. These 100 AAL rep- 
resentatives led our 350 man 
field staff to a total of over 
$143 million paid-for business 
during 1955, a gain of 21.9% 
over 1954 and a three year in- 





General Agent Ted Precht, 
Seymour, Indiana, set Aid 
_ ae ee oe crease of 91.9%. 
Association for Lutherans 
agency production record in 
1955. His ten man staff, in- 


cluding three million dollar 


Aid Association for 


LUTHERANS 


LEGAL RESERVE LIFE INSURANCE 
































PROOF 
OF PERFORMANCE 


Occidental Life last year placed more 
than a billion dollars of new life 
insurance on its books for the second 
consecutive year. 



















Business in force increased $832,769,806 
for the largest such gain in our nearly 
50-year history. 










Total life insurance in force advanced to 
$6,094,475,790. 











This, we believe, is the surest proof of 
performance — the most convincing 
evidence that the company continues to 
deliver under its institutional pledge to 
give... 









“More Peace of Mind Per Premium 
Dollar". 






“A Star in the West..."% 







HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


"WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU 00*" 























THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS ... 


@ Modern and attractive agent's and general agent's contracts to those looking for 
a permanent connection. 

@ An outstanding sales record—60% increase in Life Insurance sales in 
1955 over 1954. 

© Complete line of Life Insurance contracts from birth to age 70—with excellent sales 
material. cl 

@ A complete Accident and Health line that includes both commercial and non- 
cancellable contracts. 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey; North Dakota, Ohio and Wisconsin 


NORTH AMERICAN 
LIFE INSURANCE COMPANY 
OF CHICAGO 


R. D. “Buck” Rogers, CLU Director of Agencies 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 











Los Angeles Agency 


wins President’s Trophy 
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JOHN W. YATES 


for Outstanding 


Performance 


Our Los Angeles Agency, John W. Yates and 
Robert L. Woods, C.L.U., General Agents, has 
received the President’s Trophy awarded for 
the most outstanding performance by any of 
the Company’s ninety-three agencies in 1955. 

With only a small difference in the number 
of scoring points earned by the five leading 
agencies in the comprehensive and penetrating 
analysis, Honorable Mention has been received 


ROBERT Lt. WOODS, C.L.U. 


by the NEWARK AGENCY 
ROCHESTER AGENCY 
SPRINGFIELD AGENCY 
ATLANTA AGENCY 

Scoring points are earned by outstanding 
performance in five major areas and twenty- 
seven contributing areas of successful agency 
operation. 

Our hearty congratulations to our General 
Agents and their associates in the five agencies 
whose excellent performance marked them for 
distinction. 
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JOHN R. HUMPHRIES 
Atlanta 


CORYDON K. LITCHARD, C.L.U. LOVELL H. COOK, C.L.U.. 
Springfield 


CLARENCE A. GRIMMETT, JR. 
Rochester 


DESMOND J. LIZOTTE 
Nework 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD - MASSACHUSETTS 








